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Says General Agent 
Is A Vital Factor 
In Fire Insurance 


James Cravens, Head of Big Texas 
Office, Defends Service of 
Real General Agent 


MUCH OPPOSITION UNJUST 


General Agents Ass’n Holds 
Second Annual Meeting; Mem- 
bership by States Growing 








Comparatively few fire insurance men 
know there is a general agents’ associa- 
tion of potentially national scope in this 
country, yet, there is such an organiza- 
tion, called the Association of Fire In- 
surance General Agents, and is held its 
second annual meeting last week at Hot 
Springs, Ark. The membership is still 
small, numbering only sixty-two general 
agencies, but that is not a bad record at 
all considering the age of the association. 
Members are located in practically every 
state from Virginia to Oklahoma in the 
South and also in such northern states 
as Nebraska and Colorado. 


One of the principal purposes of this 
association is to advocate the general 
agency system and through proper pub- 
licity to remove any prejudices which 
may exist against that method of con- 
ductiny the insurance business. Much of 
the criticism of general agencies is due 
te the fact that companies appoint, for 
competitive purposes, what are called 
general agents, but what in reality are 
no more than local agents receiving ex- 
cess commissions and paying full local 
gency commissions to brokers and non- 
policy writing agents for business. 


Cravens Defends General Agents 


James Cravens, one of the leading in- 
surance men of the Southwest, and head 
of the important Texas general agency 
in Houston of Cravens, Dargan & Co., 
defended the general agency system in a 
talk made last week at the Hot: Springs 
convention of the General Agents’ Asso- 
ciation. He attributes many attacks of 
company officials on general agents to 
their poor selection.of such representa- 
tives and not to any inherent defects in 
the sysiem itself. 

rl sped <j y y P ago 5 
. In speaking of general agents, I want 
It distinctly understood that I do not 
include those dummy general agents,” 
Mr. Cravens said, “which are sometimes 
planted by certain companies in a given 
city merely to enable them to pay excess 
Commission. We should not only resent 
that practice, but fight it at every turn, 
a it is calculated to bring us into dis- 
Tepute, and it means the undermining 
of the other local agents. 

Some of the companies have tried to 
avoid general agencies by bringing a 
eldman into the home office to supervise 
the business from his territory. Any 
Man who does not live in a given ter- 
Mtory, especially a growing territory, be- 
Comes a back number in two or three 
years. Of course, he can not admit it, 
and by making annual or bi-annual trips 
to the principal cities in his old territory 


(Continued on page 31) 





PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 145 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 











Fight pre entable fire witl 
common sense 





RECOGNITION 


HE Insurance Company of North America has won recognition among property owners 
and business interests on the strength of its unbroken record of dependability and fair 
dealing —a record of 135 years’ standing. Insurance agents and brokers find their recommen- 
dations most acceptable to clients when they specify the protection offered by this oldest 
Americen fire and marine insurance company. 


Insurance Company of North America 
PHILADELPHIA 


and the 


INDEMNITY INS. CO. OF NORTH AMERICA 


write practically every form of insurance except life 




















Policy No. 1, May 25, 1847 


Issued to John W. Hornor, the Founder of the Company, 
eighty years ago. And throughout these eight decades the 
PENN MUTUAL has kept close to the front rank in size, and 
in all that is best in life insurance, in some things a pioneer, 
and in others a close observer and an early adopter. 

A notable addition to the executive staff of our Agency 
Department signalizes this eightieth anniversary year, and is 
a happy augury for continued progress in life underwriting 
that is sound, visioned, and profitable in improved service of 
our Agents and of the public. 

We have room for men and women who are workers, are 
ambitious, and have high ideals. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 




















Northwestern Nat’! 
Soon To Issue 


Par and Non-Par 


Rates Based on New American Men 
Table in States Where It Is 
Permitted 


NEW BUSINESS ON 3% BASIS 





Charter Protection for Mutual Par- 
ticipating Policyholders; O. J. 
Arnold’s Statement 





President O. J. Arnold of the North- 
western National made an announcement 
while in New York a few days ago that 
will interest insurance men from one 
end of the country to the other. Sum- 
marized, his announcement follows: 

The Northwestern National will enter 
the non-participation field with a full 
line of non-participating policies which 
will be offered to the public in addition 
to the line of participating policies it 
now issues. These will be sold at low 
competitive rates. It is also planned 
to issue policies at rates based on the 
new American Men Mortality Table just 
as soon as that table is adopted or its 
use made permanent by the states in 
which the company operates. The North- 
western National’s new business is to 
be placed on a 3 per cent basis. 
$1,110,000 Capital For Non-Par Business 

Protection 

To put the new plans of the company 
into effect, a policyholders’ meeting has 
been called for June 30, at which time 
the necessary amendments to the com- 
gk Ncharter will be acted upon. The 
proposal is that without depriving any 
present policyholder or any future holder 
of a mutual participating policy of any 
of the rights, privileges and powers that 
belong to the members of mutual com- 
panies, the company will issue $1,110,000 
of capital stock for the protection of 
non-participating business. Dividends on 
the stock will be limited by charter pro- 
vision to the interest on the capital in- 
vestment and to profits derived from 
non-participating business. No part of 
the surplus derived from the company’s 
present business, which is all on the 
mutual participating basis, nor from fu- 
ture mutual participating business can be 
diverted to shareholders. 

By the proposed charter amendments ” 
the company will be enabed to conform 
to the Minnesota laws respecting “stock 
and mutual” insurance companies. This 
will enable it to carry its present busi- 
ness and future participating business on 
the mutual basis and to issue all forms 
of non-participating policies and carry 
them on the stock basis. Under the 
proposed amendments, the relations be- 
tween the company and the holders of 
participating policies will be the same 
as in mutual companies, and the rela- 
tions between the company and the hold- 
ers of non-participating policies will be 
the same as in stock companies. 

The shares will have a par value of 
$5, that low value having been fixed so 
that each member of the company may 
subscribe for stock in the porportion 

(Continued on page 12) 
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GUARDIAN 


Offers a wide range of policies, including 


Professional Men’s Disability Clause. 
Both Standard and Rated Disability and Double 


Indemnity. 








Standard Insurance on children over 10 years. 
Continuous Monthly Income. 


Monthly Income—Interest option 
($24,000.00 pays beneficiary $100.00 per month 
at presen tinterest rate). 


Salary Savings. 
Non-Medical (available to qualified agents only). 
Army and Navy officers at standard rates. 


Sub-Standard Risks considered on basis of one of four 
ratings, (Minimum, Medium, Intermediate, Special). 


THE JOHN C. MCNAMARA ORGANIZATION 


Managers 
THE GUARDIAN LIFE INSURANCE COMPANY 
Rector 7500 25 Church Street New York City 


“Established 1860 under the laws of the State of New York” 


“Just the Natural Place to Do Business” 
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Cc. W. Anderson’s Narrow 
Escape in Train Wreck 


CAR FROM COAST TELESCOPED 





Eighty Year Old State Mutual General 
Agent In Town for Month; 
Reminiscences of Early Days 





Cc. W. Anderson, eighty-year old gen- 
eral agent of the State Mutual Life, and 
founder of the firm of C. W. Anderson & 
Son of this city, had a narrow escape 
from injury in a railroad wreck at Flag- 
staff, Ariz., while en route East. The 
train in which he was traveling was tele- 
scoped. Mrs. Anderson was knocked 
down and severely bruised. 


Mr. and Mrs. Anderson are now in 
the city visiting their son, Robert C. An- 
derson, and will stay here for a month. 

In a talk with The Eastern Under- 
writer this week Mr. Anderson said that 
the story of the increasing popularity of 
life insurance was a continual source of 
amazement to him. He said there was to 
him no more fascinating tale in America 
than the manner in which life insurance 
has won the hearts and the minds of the 
people of this nation. 

Distributed Marine News 


When the Civil War broke out Mr. 
Anderson’s three brothers went to war 
and he tried to enlist as a drummer boy 
but could not get the necessary parental 
permission. He was fourteen years old 
at the time and spent his spare moments 
in hanging around the old 14th Regi- 
ment Armory. He became printer’s devil 
in a printshop at the time when the 
great newspaper characters of New York 
were Horace Greeley and Charles A. 
Dana. He worked for a maritime paper 
and distributed manifold copies of Euro- 
pean news gotten when ocean liners 
sailed into port. One of the clients to 
whom he distributed these news sheets 
was the Atlantic Mutual Insurance Co. 

He went into life insurance with the 
John Hancock at the time Hall & Man- 
ning were managers, his principal du- 
ties being clerical, the copying of applica- 
tions. The applications came in from as 
far as Ohio and Michigan. He became 
a salesman of insurance at about the 
time that Jim Fiske and Jay Gould were 
having their historic fight with Vander- 
bilt over the control of the Erie Rail- 
road. Fiske also controlled the Fall 
River Line and the man who ran that 
line, M. R. Simons, was Mr. Anderson’s 
first client for a large policy. He sold 
Simoi, $50,000 insurance, which was a 
treme: ious line in those days. 

n <iving a surplus line to the State 
Mutu:!, Mr. Anderson made his first ac- 


quain'ince with that company. He con- 
tinued 10 give his surplus business to that 
company until 1872 when there was a 


genera; agency opening which was given 
to him: because the company had formed 
a high regard for him through their deal- 
Ings \ith him. 
When $5,000 Was a Big Line 

In hose days the company rarely 
wrote a line for more than $5,000 and 
every application was carefully scruti- 
nize’ by members of the board. In 
fact, ‘cy met once a week and that was 
the { ie that the policies were written. 
Any volicy higher than $5,000 was re- 
gardc.! as so important that there was a 
reat deal of discussion and investiga- 
tion about such a risk. 
. Mr. Anderson for years was the lead- 
mg writer of the State Mutual and one 
or the most prominent agents in the 
Country, His acquaintance was very 
wide _and among his most intimate 
friends was John R. Hegeman, who be- 
The president of the Metropolitan Life. 
hey had been boyhood friends. Mr. 
inderson said he had never met a man 
who knew so perfectly as did Mr. Hege- 
man how to cultivate the arts of friend- 
hen” his geniality, amiability and big- 
eartedness being absolutely irresistible. 
N {r. Anderson wrote many policies on 
ew York leaders of twenty, thirty and 


OFFER FREE INOCULATION 





Prudential to Guard Its Policyholders 
Against Typhoid in the Flooded 
Mississippi District 
Field managers of The Prudential in 
the flooded district have been instructed 
to offer free inoculations against typhoid 
to the thousands of persons insured un- 
der Prudential group and ordinary poli- 
cies. This action is taken in view of 
reports of dangers of an epidemic. The 
Prudential purposes to work in complete 
co-operation wtih the American Red 
Cross, but the inoculations will be done 
wherever possible by the company’s own 

medical examiners. 

This is the second concession made by 
the company to policyholders in the flood 
area. Several weeks ago it -was an- 
nounced that pending the re-opening of 
lines of communication premium pay- 
ments would be suspended on ordinary 
policies. 





W. H. BEERS AT ST. LOUIS MEET 


William H. Beers, head of the Mutual 
Benefit Life of Newark, N. J.’s St. Louis 
agency, was the principal speaker at a 
joint meeting of the agency organizations 
of the St. Louis offices of the Connecti- 
cut Mutual and the Massachusetts Mu- 
tual Life held in the Connecticut Mu- 
tual offices, 316 North Eighth street, St. 
Louis, Mo., at 1:30 p. m, on Tuesday, 
May 24. 

The joint meeting was arranged by 
Chester Fischer, manager in St. Louis 
for the Massachusetts Mutual, and 
Stratford Lee Morton, head of the Strat- 
ford Lee Morton Agency of the Connec- 
ticut Mutual Life. 








forty years ago, and he handled the in- 
surance on the life of Charles A. Dana, 
who had one of the largest lines of his 
time. 

Mr. Anderson’s present home is near 


San Diego, Cal. 


MORROW BACK ON JOB 





Former President of Life Underwriters’ 
Association of New York Had 
An Operation 

In 1914 Harry Morrow, well-known 
New York agent who a few years ago 
was president of the Life Underwriters’ 
Association of New York, was struck by 
a motor truck and spent some time in a 
hospital. 

Recently, Mr. Morrow underwent an- 
other operation because of injuries grow- 
ing out of the accident and he has now 
returned to his desk at 100 William street 
again in good health. 





NET INCOME RULING 


No part of the consolidated net in- 
come of an affiliated insurance group will 
be taxable at the lower rate under sec- 
tion 246(a) 1 of the 1926 Revenue Act 
unless the group as a whole can qualify 
as a domestic insurance company. 

A ruling to this effect has been issued 
by the Bureau of Internal Revenue, I. T. 
2355, where a tax is assessed upon the 
basis of a consolidated return, and one 
of the affiliated companies, on the basis 
of a separate return, would be entitled 
to the lower rate of tax allowed domestic 
insurance company under the section. 





SUES FOR RETURN OF POLICY 


The Prudential is suing Andrew Sejer- 
man of New Britain for return of a 
$1,000 life insurance policy on his de- 
ceased wife. The basis of the action is 
the alleged misrepresentation by Julia 
Sejerman, the deceased, on May 21, 1926, 
in declaring to the medical examiner that 
she was in good health and had never 
suffered from palpitation of the heart. 
The insurance company alleges that prior 
to that date she had been attended by a 
doctor for that illness. She died of that 
illness September 5, 1926. It is alleged 
that the policy provides that it is incon- 
testable one year from the date of it. 
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HARRY GARDINER AGENCY 
OF THE 
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LIFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


to facilitate the handling of 
its rapidly growing business 


HAS REMOVED | 
TO 
22nd FLOOR 


TRANSPORTATION BUILDING 
225 Broadway 
New York 


Telephones Whitehall ( 6192 


6190 
6191 


6193 
6194 

















Police Reserves To 
Handle Building Crowd 


MID - CONTINENT CELEBRATION 





Company Has Three Day Gala Event 
When New Structure Is Opened; 
Big Issue of Paper 





Most of the issue of the “Daily Okla- 
homan” of Sunday, May 8, was devoted 
to the affairs of the Mid-Continent Life 
Insurance Co., which has moved into its 
new home in Oklahoma City. It is a 
striking building of handsome design. 

The space in the “Oklahoman” had to 
do with the fecilitous events of the open- 
ing; a description of the three days’ 
fete by the Mid-Continent in celebrating 
the new building, 200 agents being pres- 
ent from all parts of the Southwest; ar- 
ticles about various representatives of 
the company, with advertisements by 
tenants of the new building, as well as 
those who did the furnishing. Included 
in the material was a two-page adver- 
tising spread of the company itself an- 
nouncing its pleasure in the opening and 
in the dedication of the new building and 
thanking the Southwest public for its 
support of the company and confidence 
in it. A two-page ad contained pictures 
of R. T. Stuart, president; Edwin Star- 


. key, vice-president; R. W. Reese, secre- 


tary; O. E. Stuart, treasurer, and Dr. M. 
Smith, medical director. 

So many people attended the opening 
of the Mid-Continent’s new building that 
it was necessary for the police to have 
several traffic officers to handle the 
crowd. Among the other events was a 
barbecue attended by 1,000 people. 

The company has $2,641,412 assets. 





WRITES 262 APPS IN A DAY 


“Jack” Warshauer, General Agent, 
Brooklyn National Life, Surpasses 
Previous Record; $400,000 Written 

Jack Warshauer, one of the leading 
producers of the Brooklyn National Life, 
has made the outstanding record for the 
number of applications it is possible for 
an agent to write in one day. On May 
26 Mr. Warshauer personally wrote and 
submitted to his company 262 applica- 
tions in the approximate amount of $400, 
000. The previous record was 204 appli- 
cations. 

Mr. Warshauer is a graduate of the 
life insurance training course of New 
York University. He has been with the 
Brooklyn National Life since April, 1925. 
He is not only a successful writer of in- 
surance, but he has also had good re- 
sults in training and developing men for 
the insurance business. 

Mr. Warshauer is President of the 
Jewish Men’s Club of Bay Ridge, a vice- 
president of the B’nai Israel Community 
Center, Brooklyn, a director of the Uni- 
versity Life Underwriters’ Association, 
and a member of the Brooklyn Chamber 
of Commerce and other civic organiza- 
tions. 








DROPS GROUP INSURANCE 


The discontinuance of the plan of 
group insurance for the 25,000 employes 
of the American Woolen Company at its 
plants in New England, New York and 
other points became known last Satur- 
day. In the pay envelopes of the em- 
ployes the following notice was inserted: 
“business conditions are such that it is 
necessary for the company to exercise 
its rights to discontinue the group in- 
surance plan.” The insurance has been 
in effect since 1919. 





TO ADDRESS BANKERS 


Jay Gates, vice-president of the Penn- 
sylvania Company for Insurance on Lives 
and Granting Annuities of Philadelphia, 
will speak to the Pennsylvania Bankers’ 


.Association Convention at Pittsburgh 


June 9. Mr. Gates will explain “Recip- 
rocal State Legislation.” 














June 3, 1927 








New Inspection and 
Appraisal Company 


E. G. SIMMONS MADE PRESIDENT 








Formed in New Orleans With $500,000 
Capital; Merges Two Existing 
Credit Concerns 





The vice-president of the Pan-Ameri- 
Life is president of the National 
Service & Appraisal Co., which has been 
New with $500,000 
capital and these officers: 


can 


formed in Orleans 


Edward G. Simmons, president; Fisher 
IX, Simmons, vice-president; Joseph J. 
Ferguson, vice-president; Chas. W. Fip- 
kin, vice-president, and Douglas E. 
O’Kelley, secretary. Dr. E. G. Simmons, 
president of the company, is also vice- 
president and general manager of the 
Pan-American Life, and served for many 
years as president of the American Ser- 
vice Bureau, an affiliated organization of 
the American Life Convention. 

l‘isher E. Simmons was for a number 
of years assistant secretarx, of the Pan- 
Amcrican Life, resigning that positiou 
several years ago to become vice-presi- 
dent and general manager of the Ameri- 
can Service Bureau. Jos. J. Ferguson 
has been closely identified with inspec- 
tion and reporting interests in the South 
for more than twenty years and has had 
extensive experience in every branch of 
the business. Douglas E. O’Kelley has 
had a number of years’ experience in 
the business and was formerly connect- 
ed with one of the large national report- 
ing agencies as resident manager of its 
New Orleans office. 

Bought a Mercantile Agency This Year 

In January, 1927, the National Service 
& Appraisal Company acquired by pur- 
chase the Wilcox Mercantile Agency of 
Louisiana, which had been in existence 
for more than twenty years. The per- 
sonnel and management of this unit con- 
tinues practically without change. 
Through the Wilcox Mercantile Agency 
service is rendered in both Louisiana and 
Mississippi. The Wilcox Mercantile 
Agency will continue to be under the 
direct personal management of Joseph 
J. Ferguson, who is also vice-president 
of the National Service & Appraisal Co. 

Another merger has just been con- 
summated whereby the National Service 
& Appraisal Company become owners of 
Hill’s Reports, Inc., of Chicago—one of 
the best known credit reporting organi- 
zations in the United States. Hill’s Re- 
ports, Inc., has been in existence since 
1896 and has an enviable reputation in 
Chicago and surrounding territory, which 
field it has capably served for many 
years. This office will have as its man- 
ger Chas. W. Fipkin, who is.also vice- 
president of the National Service & Ap- 
praisal Company and who for the past 
several years has been resident manager 
in Chicago for the American Service Bu- 
reau. T. M. Blomer, president of Hill's 
Reports, Inc., will continue to be asso- 
ciated with the company in its Chicago 
effice until July Ist. 

As rapidly as possible additional offices 
will be opened in all important cities 
throughout the United States, it being 
the intent and purpose of the company 
to make its operations national in scope. 

The National Service & Appraisal 
Company was organized because it is be- 
lieved that the inspection and appraisal 
field offers exceptional investment op- 
portunity. There are today in the United 
States approximately one thousand in- 
surance companies that are users or po- 
tential users of inspection and appraisal 
service. Banks, mortgage and loan com- 
panies, brokers and business firms of 
every description require and use inspec- 
tion service in the daily conduct of their 
business. 

Purposes of the New Company 

The purposes of the National Service 
& Appraisal Co. are as follows: 

1. Personal and credit reports cover- 
ing the regulation, financial condition and 
business responsibility of individuals or 
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Many Agents Have Expressed 
Their Satisfaction With the 
Aid we Have Given Them 


Let Us Help You Serve Your Client 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


STUART D. WARNER 


General Agent 
25 WEST 43rd STREET, NEW YORK 


Telephone Murray Hill 0490 
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corporatons applying for insurance or 
credit. 

2. Mortgage loan inspections, a service 
required and used by mortgage compa- 
nies, insurance companies, trust compa- 
nies, banks and homesteads. 

3. Appraisal service, operated under a 
scientifically correct and copyrighted 
method of determining present value of 
equipment or property. 

4. Insurance occupational surveys out- 
lining the character of: employment of 
each individual “job” in industrial and 
manufacturing enterprises. Information 
of this character is essential to the life 
or accident and health insurance com- 
pany in determining the hazard involved 
in the various occupations, and conse- 
quently the premium to be charged for 
the. insurance. 

5. Health surveys, including the period- 
ical inspection and survey of sanitary 
conditions in various localities. This in- 


formation is of paramount importance to 
the insurance underwriter in properly 
distributing the company’s risk by cities, 
counties or states. 

6. Analyses and reports on business 
and trade conditions, including periodical 
charts showing price fluctuations on la- 
bor and on lumber, brick, structural 
steel and other major building commodi- 
ties. 

Statement by President Simmons 

President E. G. Simmons said to the 
Eastern Underwriter: 

“As president of the National Service 
& Appraisal Co., I wish to go on record 
as stating that this company is not in- 
terested in either securing or handling 
the business of American Life Conven- 
tion companies who are now patrons of 
the American Service Bureau. I believe 
as strongly as ever that the American 
Service Bureau serves a most useful place 
in the field. 











Connecticut General News 
Hartford, Conn. 





Cashed Securities To Buy Annuity 


A retired business man, about to travel, recently 
cashed his securities and bought a life annuity 


for himself and wife. 
_ care. 


He wanted freedom from 


A physician invested the proceeds of a repaid 


mortgage in a life annuity. 


‘ yield. 


He wanted higher 


An aged widow invested $1558 in an annuity 
paying $25 a month. She had to have safety 
and yield without responsibility. 


For our attractive rates, address Connecticut 
General Life Insurance Company. 











Not Much Warning Of 
Complete Disability 
SOME PROV. MUTUAL FACTS 





E. W. Marshall Gives Figures Showing 
Danger of Delay in Buying 
Life Insurance 





In an article in the “Provident Notes” 
Edward W. Marshall of the Provident 
Mutual says that an important and lit- 
tle realized fact regarding disability js 
that a considerable proportion of the 
cases of total disability happen with lit- 
tle or no previous warning. 

Among other things he says: 

“In many instances the insured js 
stricken down suddenly while apparently 
in good health. An accident occurs and 
the insured is crippled or otherwise seti- 
ously disabled. A hemorrhage from the 
lungs frequently gives the first indica- 
tion that the policyholder is a victim of 
tuberculosis. Because a_ policyholder 
seems to be in good health today is no 
assurance that he will be in good health 
tomorrow. The following table shows 
the last 133 Provident disability claims 
classified by the time elapsed between 
the date when the policyholder first be- 
came aware that all was not well and the 
time when total disability commenced, 
according to the policyholder’s own state- 
ment, 


Disability Claims Classed by Length of 
Warning Before Total Disability 


Began 

Length of % of Total 

Warning Claims 
NO Wahine S508. eis cee ees 39% 
NotOverSidayse sock. ices ee 50% 
Not over P mouth ii... 66606. 63% 
Not over 3 months............ 77% 
Not over G:months.* 4/005 6cas 89% 
“This table speaks for itself. Nearly 


40% of the cases of total disability oc- 
curred without warning, and one-half of 
them occurred within fifteen days of the 
first indication that the policyholder was 
not well. 

“These facts show clearly the danger 
of delay in securing life insurance—dan- 
ger to the policyholder himself as well 
as to his family. In fairness to the client 
who expects to take insurance soon but 
for some reason prefers to wait, this ta- 
ble should be brought to his attention. 
Why run the risk of becoming totally 
disabled without protection, After all is 
it not worth the slight. extra effort to 
have the insurance protection go into 
eflect at once?” 





HOOKES & ARNOW MOVE 


Hookes & Arnow, general insurance 
agents of Brooklyn, have moved their 
offices from the first to the third floot 
of the Arbuckle Building, Fulton street. 
In the present quarters they have dow- 
bled the amount of floor space. This 
agency, which: handles multiple line 1 
surance, has shown rapid growtli since 
Arthur Arnow and William L. Hookes, 
who is a general agent for the Brooklyn 
National Life, joined forces somewhat 
over a year ago. . 

Arthur Arnow has been active in the 
Metropolitan Brokers’ Association am 
was one of the speakers at the recent 
annual dinner of the Metropolitan Brok- 
ers’ Association in New York. Mr 
Hookes is one of the successful | roduc: 
ers of the Brooklyn National Lifc. 





FORMER DENTIST FEATURED 


Dr. Samuel E. Tonkin of the \Vilkes- 
Barre agency of the Massachusctis Mu- 
tual is featured in an article in the cur 
rent “Radiator,” the house organ of the 
company.’ Dr. Tonkin was for twenty 
seven years a practicing dentist, but 
jcined the insurance ranks a year 28% 
and had a very successful first ycat., 

Lee B. Smith, for some time a !cadiné 
Indiana producer for the Massachusetts 
Mutual, but who has been out of insur 
ance work for a year and a half, has 
returned to the Indianapolis agency ® 
that company, 
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Conserving Business Is 
Agent’s Responsibility 


RESEARCH BUREAU’S THEME 





Three Day Session in St. Louis Hummed 
With Sales Promotion Ideas; 


Mrs. Holcombe Talks 





“The man with the rate book is the 
chap who not only puts the business on 
the life insurance company’s books, but 
he is also the best medium for keeping 
it there.” That was the outstanding con- 
clusion of the Life Insurance Sales Re- 
search Bureau at its fifth spring confer- 
ence held in the Coronado Hotel, St. 
Louis, Mo., for two days last week. Con- 
servation was the theme of the gather- 
ing, and the entire program was intended 
to discover ways and means of reducing 
to a minimum the enormous waste in the 
life insurance business. 

Summed up all agreed that the agent 
is the key to conservation, and that if 
he knows how to sell business properly it 
will remain in force under general con- 
ditions. Yet in the closing hours of the 
conference a report of a survey conduct- 
ed by the bureau itself indicated that the 
agent was responsible for but 12% of the 
annual lapsation in life insurance. 

Result of H. E. Niles’ Survey 

The results of this survey were read 
by Henry E, Niles, assistant manager and 
siatistician of the bureau. It was a study 


made of old policyholders to ascertain | 


why they had permitted their policies to 
lapse. In all 338 cases were selected from 
Connecticut, Dayton, O., and Cincinnati, 
0., but it was impossible to interview 
20% of the cases because of change in 
address and other causes. In 1% of the 
cases the cause of lapsation could be 
charged to home office management, 12% 
to the agent and 58% to the policyholder. 
It was also found that in 9% of the 
cases it was undesirable to reinstate the 
business and in 33% impossible and in 
17% improbable that it could be rein- 
stated. In but 12% of the cases inter- 
viewed was it considered possible to re- 
instate the business. 

Mr. Niles also discovered that very 
few of the old policyholders were 
“knockers” and also expressed a desire 
to take out new insurance when their 
circumstances improved. As a means of 
holding lapsation down he suggested that 
it would be well for companies to study 
agents’ lapse records and to refuse to 
employ those with high lapse rates. He 
also expressed the belief that the home 
office could help by selecting policyhold- 
ers ani by ascertaining whether the ap- 
plicant for insurance had lapsed any busi- 
ness in previous five years. This would 
give a |:ne on individuals with a decided 
tendency toward lapsation. 

Talbot Describes His Sales Contest 


While many insurance men feel that 
sales contests produce high pressure 
busines; with a high lapse record and 
high mortality, two of the speakers on 
the provram pointed out the advantages 
of thi, type of competition. These 
speakers were E. Talbot of the 


Southlind Life, Dallas, Tex., and Russell 
S. Kine, of the Manhattan Life. The 
latter company prior to the past year 
had frowned upon contests but had found 
that a number of special drives had re- 
sulted in a gain of 54% in issued business 
and of 43% in paid-for over the same 
Period last year. 

Mr. Talbot brought forth something 
entirely new in contests. His contest, 
Staged in August, 1926, had not only put 
the agents in a sectional fight but also 
Mterested the inhabitants of various 

€xas cities and parts of the state into 
Cempetition—a definite appeal being made 
to the civic pride of various communi- 
tes to defeat some other rival town or 
section. Baseball was the key to the 
Scrap and agents were catalogued as 

Babe” Ruth and “Ty” Cobb hitters. 
Weekly baseball games were played. The 


contest cost but $600 more than the regu- 
lar routine, but was so successful it was 
possible to carry a large volume of busi- 
ness into the next month to enable the 
company to keep up a record of making 
each succeeding month bigger than the 
corresponding month of the previous 
year. Mr. Talbot stated that the lapse 
record on the business obtained in a big 
contest in August, 1925, was low. 


Says South’s Morale Not Broken 


At the opening of the session on 
Wednesday morning, Harrison, 
vice-president of the Home Life Insur- 
ance Co., Little Rock, Ark., speaking 
on “The Significance of the Mississippi 
Floods,” pointed out the need for a spe- 
cial session of Congress to solve the 
problems presented by the devastated 
sections of the South. Speaking with 
feeling, Mr. Harrison echoed the spirit 
of Dixie Land, pointing out that the 
morale of the South was not broken and 
would not break. A telegram of greet- 
ing was voted to the Pan-American Life 
of New Orleans which was the only 
member company actually in the flood 
zone. 

John Marshall Holcombe, Jr., manager 
of the Bureau, who presided at all the 
sessions, said with emphasis that the 
retention of agents is vital to the reten- 
tion of business. He estimated that 60,- 
000 to 100,000 agents leave the business 
each year. 


The Ideal Type of Agent 


P. M. Ray of the Provident Life & 
Accident of Chattanooga, Tenn., pictured 
the type of man who is wanted in the 
field from many different angles. He 
must be a man of clean character, indus- 
trious, prompt, attentive to details not 
only in his business but also in his home 
affairs. He must be a consistent pro- 
ducer: not necessarily a million dollar 
star but one who can always be depend- 
ed upon for a good volume of good busi- 
ness. 


Mr. Ray said that between 28 and 45 


years were the best ages to pick prospec- 
tive agents, and that teachers, bankers, 
rail road agents and mail clerks are some 
of the more desirable fields for prospects, 
— teachers and bankers the most fer- 
tile. 

F. E. Feffer of the Abraham Lincoln 
Life, Springfield, Ill., told how his com- 
pany handles the problem of selling the 
job to the man. Specially prepared lit- 
erature is furnished to general agents of 
the company so that prospective agents 
can be furnished facts on every angle 
of life insurance selling and how profit- 
able they can make the profession if 
they go into it. He has had good results 
from a book entitled, “Your Future.” 

J. H. Harrison, vice-president, and M. 
C. McKay, manager of the conservation 
department of the Home Life of Little 
Rock, gave a practical demonstration of 
how Mr. Harrison sells life insurance as 
a profession to prospective agents, which 
was quite effective and made a hit. 


Mrs. Holcombe Makes a Hit 


The convention was treated to a talk 
by Mrs. Holcombe who was quite a 
drawing card. She made an argument 
in favor of the agent taking his wife 
into his confidence. She said: “Nothing 
will do more to break down the morale 
of a new agent quicker and more cer- 
tainly than for him to come back home 
after a very discouraging day in the field 
and have his wife say: ‘Well, I told you 
not to go into that business.’ 

“Take your wife into your confidence. 
Make her interested in your business so 
that her heart will throb with the ‘Yes’ 
you receive and feel depressed with the 
‘No’ you get. You are overlooking a big 
bet if you don’t take your wife into your 
life and make -her your real pal. Make 
her more a part of your necessity.” 

Among the other speakers were J. J. 
Shambaugh, president, Des Moines Life 
& Annuity, who said that in training his 
agents he tries to get away from the 
money idea and impress the real service 
to the policyholder that should be ren- 
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dered; A. W. Hogue, Business Men’s 
Assurance, who told of a successful home 
office training course conducted by that 
company; Marmaduke Corbyn, general 
agent in Oklahoma for the Central States 
Life, who explained how he had procured 
agents and boosted sales by advertising 
Im newspapers and direct mail. 
any Ideas Presented 

Mr. Talbot of the Southland Life told 
how his company keeps in touch with its 
policyholders through birthday cards, the 
policyholder month, mother day policy 
and other means. P. G, Hommeyer of 
the Union Central revealed the sales 
helps given its agents, each agency bul- 
letin containing some specific sales prob- 
lem = while — sales literature 
1s sent to prospects furnished by agents; 
M, A. Graham, Register Life at hens 
said that his company has found insur. 
ance sold on the monthly income basis 
of settlement stays on the books much 
longer and is easier to conserve than 
lump sum insurance; W. D. Owens of 
the Lamar Life of Jackson, Miss., ex- 
pressed the belief that conservation be- 
gins with the selection of the agent; 
James L. Collins, vice-president of the 
New World Life, came out strongly in 
favor of good printing and advertising 
and also took a decided stand against 
conventions of agents, saying that the in- 
Struction possible at such a gathering is 
negligible. 





LIFE INSURANCE TRUSTS 


California Bankers’ Association Passes 
Resolution in Role of Critic of 
Insurance Companies 
The California Bankers’ Association in 
convention at Del Monte, Cal., adopted 

the following resolution: 

“Whereas it has been brought to the 
notice of this association that certain 
corporations organized under the laws of 
states other than California, but qualified 
and licensed to conduct a life insurance 
business within the state, have been and 
are conducting within this jurisdiction a 
trust business; 

“And whereas, the doing of this trust 
business in this state by life insurance 
companies is in our judgment unlawful 
and in violation of the laws of this state; 

“Therefore be it resolved, by the State 


.Bankers’ Association, in annual session 


assembled, that such practices are whol- 
ly subversive of the laws of this state 
and the best interests of its citizens, and 
that appropriate action should be imme- 
diately taken by proper state officers to 
stop such practices, to support and en- 
force the laws of the state, and to re- 
strain all corporations, whether foreign 
or domestic, from engaging in the trust 
business unless permitted and qualified 
so to do by the laws of the state of Cali- 
fornia.” - 





ATTITUDE ON CONVERSIONS 

The Aetna Life, in discussing conver- 
sions, says to its agents: “Every pos- 
sible effort is made to eliminate false 


credits so that we may not be misled 


in the results. Many times the ques- 
tion is asked, why we do not credit the 
amount of a policy converted from Term. 
The reason is that such a conversion is 
in reality but a change in the form of 
the insurance and not in the amount of 
protection sold. The agent receives the 
commissions to which he is entitled on 
the conversion; but as no increase has 
been made in the amount of insurance 
no further credit is given. If there is 
any slight injustice in this decision, it is 
more than offset by the instances where 
but one quarterly or semi-annual pre- 
mium is paid and the policy lapses, and 
no charge is made against the credit of 
the agent.” 


AID FLOOD SUFFERERS 
Employes of the Phoenix Mutual home 
office have sent six large cases of cloth- 
ing to the sufferers from the Mississippi 
flood and are planing further shipments. 
The decision to help the refugees fol- 
lowed a description of conditions in the 
devastated area given by M. C. Terill, 

assistant secretary of the company, 
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Arthur Hunter Discusses 
Female Lives In Tropics 


HOW LIFE CO’S VIEW THEM 





Self Supporting Women Not Enough To 
Be In Picture; Those With Insured 
Husbands Favored 





In his paper before the Actuarial So- 
ciety of America on insurance of women 
in tropical and semi-tropical countries, 
Arthur Hunter, vice-president and actu- 
ary of the New York Life, says there 
has always been a great deal of hesita- 
tion on the part of American and Can- 
adian life insurance companies to issue 
pclicies on women in countries where it 
is strongly against the custom to do any 
kind of work except strictly household 
duties. Jn general, women who earn 
their living, in whole or in part, do not 
have salaries sufficient to justify the tak- 
ing of life insurance as, until recently, 
the professions have not been open to 
them and they were not placed in man- 
agerial capacities. New York Life poli- 
cies therefore, were issued largely to 
married women of the educated classes, 
especially in the Spanish-speaking coun- 
tries. Furthermore, they were generally 
on the wives of men who were insured 
for much larger amounts in our com- 
pany . The insurance was limited to com- 
paratively small amounts of Endowment 
insurance and to carefully selected risks. 


“As the available material was meagre, ’ 


it was not feasible to divide the data by 
individual countries, except for Japan,” 
he said. “We have accordingly com- 
bined the data for Argentine, Brazil, 
Chile, Cuba, Porto Rico and the North- 
ern section of South America. With 
few exceptions this business was issued 
at the semi-tropical scale, or at a slightly 
lower scale—the Argentine rate. To con- 
form with the previous investigations my 
semi-tropical table was used in deter- 
mining the expected deaths. The inves- 
tigation was carried to the anniversaries 


of the policies prior to the date of re- 
insurance, 1921 to 1923.” 

Mr, Hunter gives a table based on 1, 
231 policies for $4,127,800 on these women 
residents of Argentine, Brazil, Chile, 
Cuba, Porto Rico and the Northern sec 
tion of South America. There were & 
actual deaths. The expected deaths by 
Hunter’s semi-tropical table were 104. 
The ratio of actual to expected deaths 
was 81%. 

With rare exceptions the company did 
not insure women in India, China, or 
the Philippines, but insured a good num- 
ber in Japan. These were almost ex- 
clusively married women whose _hus- 
bands had taken a substantial amount 
of insurance with the company. The 
policies were limited to 10, 15, and 20 
Year Endowment plans for moderate 
amounts, the average policy being for 
about Yen 2,000, or $1,000. 

Women Lived Longer Than Men 

In an investigation on 1,068 policies 
of women natives of Japan, amounting 
to $1,676,500, there were 131 actual 
deaths, the ratio of actual to the 159 ex- 
pected deaths under the Hunter table 
being &2%. By amounts the actual 
deaths totaled $107,200, or 72% of the 


$148,100 expected under the Hunter 
table. 
The mortality among women was 


somewhat better than among men. As 
already stated, however, a stricter se- 
lection was exercised regarding the for- 
mer than the latter. 

In order to avoid misunderstanding 
through the low percentage of actual to 
expected deaths by the Semi-tropical 
Table it may be well to mention that 
the ratios for these women to the Amer- 
ican Men Select Table were approxi- 
mately 160% by policies and 140% by 
amounts. 





CONTRIBUTES TO FLOOD FUND 

The Pittsburgh Life Underwriters’ 
Association was a contributor to the 
Mississippi Flood Sufferer’s Red Cross 
fund. 


HUDNUT GROUP INSURANCE 

Richard Hudnut, Inc. perfumers of 
New York city, has insured one thou- 
sand employes under a group policy is- 
sued by the Travelers . A $2,000,000 pol- 
icy for fourteen hundred employes of the 
William R. Warner & Co. of New York, 
St. Louis and Toronto has also been 
placed in the same company. 

Both cases were written by Alfred 
Doria of the George Loesch agency, New 
York. Mr. Doria has been with the 
Travelers only six months, having pre- 
viously been a theatrical artist. 





TO ELECT WHATLEY 

The officers of the Chicago Associa- 
tion of Life Underwriters to be elected 
today follow: President, S. T. Whatley, 
general agent of the Aetna Life; vice- 
presidents, Myron M. Smith and Samuel 
T. Chase; treasurer, William M. Houze, 
and directors, Benjamin H. Badenoch, 
Karl B. Korrady, C. A. Scholl, Gilbert 
M. Smith, J. W. Thomson and Judson 


Day, manager of the Union 
Central Life and recently elected presi- 
dent of the Illinois Association of Life 
Underwriters, will address the members 
on “Looking Ahead; Cooperation.” 





PENNSYLVANIA REINSTATEMENT 

According to a ruling of the Dauphin 
County Court in Philadelphia, the in- 
surance commissioner was in error in 
revoking the license of the Modern 
Woodmen of America, a fraternal or- 
ganization, to transact business in Penn- 
sylvania, and declared the revocation to 
be null and void. The court held that 
the insurance law did not require a for- 
eign society in business at the time of 
the passage of the act to be 100% actu- 
arially solvent. 





TRAVELERS GROUP CASE 
The Travelers Co. has insured eight 
hundred employes of the Maritime Tele- 
graph & Telephone Co. of Halifax, Nova 
Scotia, for $800,000 under a group pol- 
icy. 





—. 


Coffin And Wasdieean 
Open Boston School 


IT WILL RUN FOR SEVEN WEEKS 





Fifty In Class At New York University 
Were Graduated On Saturday 
Of Last Week 





Vincent B. Coffin and Ralph Engels- 
man of New York University opened 
their Boston summer school on Monday 
of this week. The course is for seven 
weeks and will run to July 22. 

The last class at New York Univer- 
sity wound up on June 3. The next one 
will start early in October. The June 
3 graduating class consisted of fifty men 
aixl women who. made a creditable rec- 
ord of steady production outside of 
schcol hours. 

Completes First Year 

Mr. Coffin has completed his first year 
as director. The impression made by him 
on the fraternity has been exceptionally 
good. Both he and Mr. Engelsman are 
gratified that the enrollment has held up 
io the high mark of the preceding year, 
Every effort was made to increase the 
practicality of the course, particularly on 
the production end, and to bring the 
work into closer contact with the sup- 
porting general agents. 

Officers of the spring class are: Hu- 
bert E. Davis, Union Central, president; 
Nora P. Evans, Bankers Life, secretary. 

Leon Gilbert Simon’s tax course is 
also nearing completion. Mr. Simon 
plans to offer this course again in Oc- 
tober, and many inquiries have already 
been received for the class forming then. 

The customary whole-hearted coopera- 
tion of Edward J. Sisley in the work at 
the University has been as usual an im- 
portant factor in such progress as has 
been made. 





Roy Johnson, formerly of Topeka, has 
been appointed state manager of the 
Bank Savings Life of Colorado. 
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Successful Permanency 


WITH AN ASSURED FUTURE 


Thus, they add to their certain life-incomes substantial commissions from 
new business, secure in the knowledge that they are protected for life. 


Is it any wonder that, measured by usual 
standards, Nylic agents are industrious, 
persistent, satisfied and happy? 


NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 


gq A very unusual incentive for industry and permanency is provided for New York Life Agents 
in the Company’s present agency plans which were first adopted many years ago. 


q Time has proven the wisdom of these plans. Many men and women who have stuck to the 


“Nylic™ program for 20 years are now assured of a life-income, though some of them are still in 
the prime of life. 


q It is noticeable that those who have paid the price of hard work throughout the 20 years now 
take longer vacations and travel more than they formerly did. Yet, the great majority, having | 


become accustomed to industry and loving the work, continue to insure their clients even after 20 to | 
50 years of service. 
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Vincent Coffin Makes 
Address In Toronto 


CITES 25 QUERIES FOR AGENTS 





Also Quotes James A. Fulton Of Home 
Life And G. A. Eubank Of Aetna 
Life In His Remarks 





Vincent Coffin of the life insurance 
school at New York University made a 
good impression in Toronto at the 
monthly meeting of the Toronto Life 
Underwriters held recently. He said in 
part: : 

“In life insurance it is necessary for 
the agent to see both the woods and 
the trees.” The trees he took to be the 
details of the business, while the woods 
he regarded as the institution of life 
insurance in the broader sense. 

“Life insurance is steadily becoming 
more complex,” he pointed out. He 
quoted James H. Fulton of the Home 
Life as saying that there is one chiei 
necessity in the life insurance business 
today and that is that our underwriters 
be better business men. 

“Jerry Eubank said,” he went on, “that 
one of the worst tendencies of under- 
writers is to talk to prospects about all 
sorts of things of which they really 
know nothing, such as wills, taxes, and 
so forth. 

“T have selected twenty-five questions 
at random which if you are a real life 
insurance counsel you will be able to 
answer. They are not carefully selected 
but are simply taken at random. 

“Can your client borrow on paid up 
or extended insurance ?” 

“What is the proper way to present 
the retirement: feature on ordinary life 
policies ? 

“Why is an individual beneficially 
generally preferable to an estate? 

“What are the advantages of life in- 
surance over trust company settlements 
and vice versa?” 

These were a few of the questions 
asked by Mr. Coffin. 





NOT INCOME OF BANK 





Board of Tax Appeals Ruling Relative 
To Insurance Commissions Earned 
By Bank’s Officers 
Fees and commissions earned by offi- 
cers of national banks, acting as insur- 
ance agents in placing of insurance, are 

not income of the bank. 
| This ruling has just been made by the 
Board of Tax Appeals. 





A GOOD PAID-FOR BUSINESS 

he j'unsmore Agency of the Equit- 
able Lif- Society, New York, has paid 
lor $2,825,000 of business for the first 
four months of the year, with premiums 
amounting to $94,000. This represents a 


gain of 13% over the same period for 
1926. In the President Day campaign 
this agency produced 554 applications 
lor approximately three and a half mil- 
lions ot business. The agency wrote 
$750,000 of business in April. 

mo a.ency dinner was held at the 
/@insy;\ania Club, New York, follow- 
ing the conclusion of the Judge Day af- 
lair which was attended by all the mem- 
bers of the staff. 





FRASER AGENCY HEARS TALK 
yrecentiy Major Migdalski of _ the 
Mutual Benefit Life addressed the Fra- 
Ser Agency of the Connecticut Mutual 


Life on “How and Why to Obtain Pre- 
payments. Major Migdalski pointed 
fan that the average man did not ask 


‘i Prepayments because of a fear com- 
plex. He then went on to say how to 


cenome this complex and demon- 
talent how prepayments should be ob- 


He also pointed out that from 
age count of the insured the pay- 
tit “+ the premium with the applica- 
ie was most advisable because it put 
sati 2 in force immediately, subject to 

iSlactory medical examination. 














THE NEW WAY 


—Organized Service— 
THE, KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 West 34th Street, New York City 





Telephone: Chickering 2383-8 























Recommend Major Hull 
For National Association 


_ A meeting of prominent life insurance 
men was held in the office of Hugh D. 
Hart, New York, on Friday of last week 
in connection with the new office of ex- 
ecutive manager created in the National 
Association of Life Underwriters. Those 
attending the meeting were Mr. Hart, 
chairman; Paul F. Clark, Boston; G. C. 


Wells, Provident Mutual; George Hunt, 
Hartford; Everett N. Ensign, National 
Association; C. A. Foehl, Prudential; 


Dr. J. A. Stevenson, Equitable Life As- 
surance Society. 

As a result of the meeting the com- 
mittee recommended to the board of 
trustees of the National Association of 
Life Underwriters that Major Walter B. 
Hull be appointed to the executive man- 
agement post. He is a lawyer, formerly 
associated with the distinguished John 
W. Davis law ‘firm in this city; is a 
Yale man and a graduate of the Har- 
vard Law School. Major Hull lives in 
Washington. 








VICTORY LIFE STATEMENT 


The annual statement of the Victory 
Life, which was recently issued, shows 
adinitted assets of $369,602 and liabilities, 
except capital and surplus, of $84,964. 
The ccmpany has a paid-up capital of 
$200,000. The surplus over all liabilities 
amounts to $84,639, while the income for 
the year was $203,599. The total dis- 
bursements for 1926 was $123,243. 





REINSURED BY GREAT NORTHERN 
The Great Northern Life, of Chicago, 
has reinsured the National Business 
Men’s Association, of Cleveland, which 
writes only health and accident insur- 
ance. Through the deal the company 
obtains an agency force in Ohio headed 


* by A. R. Smith, secretary of the Cleve- 


land association. 





CHARTERED AT ALBANY 
The New York Financial & Commun- 
ity Corporation of New York City has 
been chartered at Albany with a capi- 
tal of $200,000 to conduct a general in- 


surance agency and to deal with securi- 
ties. 


PASSES $7,000,000 IN FORCE 

During 1926 the Puritan Life passed 
a $7,000,000 year of insurance in force. 
Its ratio of policyholders’ surplus to re- 
serve was 21.7%. Its mortality experi- 
ence in 1926 was 42.6% of the expected. 
The company has assets of $1,510,620 
and $7,465,779 insurance in force. 





GOOD APRIL BUSINESS 

The paid-for business of the Wells- 
Connell Agency for the month of April 
was nearly 50% higher than that of 
April, 1926. It also exceeded the best 
previous April record by more than 10%. 
The agency is also out to beat last year’s 
record for the month of May. 





NATIONAL LIFE PROMOTIONS 


E. C. Staples, superintendent of the 
district in Beaumont, Tex., for the Na- 
tional Life and Accident, has been made 
manager of the Wichita, Kan., district 
for the same company. The company 
has also promoted two agents to super- 
intendents, Roy Reed, at Huntington, W. 


Va., and P. E. Paudert, at Beaumont, 
Tex. 





Springfield, Massachusetts 





A FIRM FOUNDATION 


With more than three-quarters of a century of success and 
achievement back of it, the Massachusetts Mutual is in a posi- 
tion to progress along lines that have been thoroughly tested. 

This position is made more desirable because of the main- 
tenance of principles and practices of high character which have 
molded the three great divisions of the Company—Home Office, 
Field Force, and Policyholders—into an organization whose 
reputation for stability and fair dealing is universal. 


Joseph C. Behan, Superintendent of Agencies. 
Massachusetts Mutual Life Insurance Company 


Organized 1851 








Crankshaw, Veteran 
Of Metropolitan, Dies 


PIONEER AGENT AND MANAGER 





Pennsylvania Man Started Life Insur- 
ance Career in England; With Met- 
ropolitan Since 1880 





John Hamilton Crankshaw, of Norris- 
town, Pa., the oldest retired veteran of 
the Metropolitan Life Insurance Com- 
pany, died at his country residence in 
Mountainhome, Pa. 


Mr. Crankshaw was one of the pio- 
neers in the field of industrial insurance 
in the United States. Recognized as a 
specialist in that branch of insurance, 
he became associated with the Metro- 
politan Life Insurance Company in June 
1880, very shortly after it commenced the 
industrial department. From then on 
until he retired in 1904, Mr. Crankshaw 
was connected with the company’s Phila- 
delphia offices, as superintendent of vari- 
ous sales districts, and as Chief Super- 
visor. 

Born in England, Mr. Crankshaw was 
eighty-two yeers old. His early train- 
ing in industrial insurance was obtained 
while in the employ of the Prudential 
Assurance Company, Ltd., of London. 
After the Metropolitan Life had decided 
to enter the industrial field, Mr. Crank- 
shaw was one of the several English 
specialists who entered the company’s 
service and helped lay the foundation for 
the present industrial business of the 
company. 

He was a familiar figure at Metropoli- 
tan Life conventions. 





MILWAUKEE TOPICS 





- Some of the Things Which Will Be 


Discussed By Agents’ Association 
Convention of Northwestern Mutual 


Some of the papers on the 55th annual 
meeting program of the Northwestern 
Mutual Life’s Association of Agents to 
be held in Milwaukee, July 25, 26 and 27, 
follow: 

“Intelligent Increased Production,” by 
Flavel L. Wright; “Trips Through the 
Home Office,” W. Ray Chapman; “Part- 
nership Insurance,” Andrew B. Dygert; 
“Keeping Fit,” William Lachenmaier; 
“Corporation Insurance,” Arthur C. 
Hoene; “Business Insurance Clinic,” Sam 
T. Swansen and Ralph E. Perry; “The 
One Man Business,” John P. Davies; 
“Personal Efficiency in Canvassing,” Al- 
bert M. Plumb; “My Canvassing Meth- 
ods,” Victor M. Stamm; “Co-operation 
of Life Insurance and Trust Companies,” 
John A. Reynolds, vice-president, Union 
Trust Co. of Detroit; and “Service Sells 
Life Insurance,” M. J. Cleary. 





BOWMAN IN EAST 
S. R. Bowman, field supervisor of the 
Acacia Mutual Life, stationed at San 
Francisco, is located temporarily at the 
home office in Washington, D. C. While 
in the East, Mr. Bowman plans to visit 
several branch offices of the association. 





N. Y. AGENTS LEAD 
Sig. Reiss, F. P. Danzilio and D. S. 
Wolfson, all of the New York agencies 
of the Security Mutual, are the three 
highest ranking agents of their company 
for 1927 to date in the matter of cash 
premium settlements. 





Two thousand copies of the address, 
“How Life Insurance Benefits the Pre- 
mium Payer,” delivered by Dr. S. S. 
Huebner before the Pittsburgh Life Un- 
derwriters’ Association have been pub- 
lished and distributed by the organiza- 
tion. 





ENTERS VERMONT 
The Acacia Mutual Life has entered 


Vermont, and is now licensed in thirty- 
eight states, 
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Successful Woman 
Manager of Agency 


STARTED IN AS STENOGRAPHER 








Mrs. Leonora Shipman, Manager of 
Martin T. Ford Agency, Early Dem- 
onstrated Executive Ability 





One of the unusually competent wom- 
en in the insurance business in New 
York is Mrs. Leonora Shipman, who is 
assistant manager of the Martin T. Ford 
Agency of the Equitable Life Assurance 
Society. Mrs. Shipman has virtually 
been in charge of the agency organiza- 
tion for some time past, as Mr. Ford is 
away from the office for long periods, 
sometimes for several months at a time. 
Mrs. Shipman possesses executive ability 
of a high order. 

Attended Night School 


After a short course at night school 
she entered the employ of the Society 
November 1, 1909. At first she was as- 
signed to assist Martin T. Ford, doing 
typing and some clericale work. She 
showed proficiency in her work and was 
soon promoted to be secretary to Mr. 
Ford after three months with the agency. 
She had early demonstrated unusual ex- 
ecutive capacity and in 1912, when Mr. 
Ford decided to build a real agency or- 
ganization he chose her to assist him in 
that important undertaking. It was at 
this time that Mr. Ford stopped writing 
personal business so as to devote all his 
time and thought to the task in hand. 

Speaking to a reporter for The East- 
ern Underwriter Mrs. Shipman said 
when she became connected with the 
Ford Agency they were doing only about 
$500,000 of business a year. Today they 
are writing between sixteen and seven- 
tcen millions a year. 

Asked how she came to learn the in- 
surance business so thoroughly she said 
she determined to learn all about Mr. 
Ford’s way of doing things even before 
she had been appointed his secretary. 


Worried About Business 


“T used to think at night about the 
business of the office,” said Mrs. Ship- 
man. “I would have a little pad at the 
side of my bed and whenever, during 
the night, a thought came into my head 
concerning the business, I would jump 
out and jot it down. Sometimes it was 
something that I perhaps had forgotten 
and I would jot that down also. When 
Mr. Ford discovered that I was worry- 
ing about him and his business cares he 
laughed and told me not to worry any 
more.”* 

Mrs. Shipman went on to say that she 
simply could not help thinking about the 
office so great was her interest in the 
business of which she was a part. About 
this time Mr. Ford started to take long 
trips and he was sometimes away from 
the office for months at a time. In this 
way Mrs. Shipman said she learned to 
manage things in his absence so that he 
came to have confidence in her judgment 
and her ability. She is modest about 
what she can do and gives the staff its 
full share of the credit for the splendid 
achievements of the agency. Recently 
in the President Day Campaign for ap- 
plications the agency led the Metropol- 
itan District with 1,582 apps representing 
$7,000,000 of business. 

The agency now has 129 agents under 
contract. It has grown steadily since 
1912. One of the members of this 
agency is Leon Gilbert Simon, an out- 
Standing underwriter, and a recognized 
authority on inheritance tax insurance. 





HOPKINS A SPEAKER 


Albert Hopkins, one of the leading 
producers of the J. Elliott Hale Agency 
of the Penn Mutual Life, addressed the 
Fraser Agency of the Connecticut Mu- 
tual recently on the subject of monthly 
income insurance. These meetings will 
terminate in June. 





cetera nre 











—is a connection with the 


Philadelphia Life Insurance Company 


Joy comes from: 
1. Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 
2. Home Office Co-operation. You'll get it. Every help to help you sell. 
3. <A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies 


AN INVESTMENT IN HAPPINESS | 














THE AMERICAN COLLEGE 





George D. Alder, President of National 
Association, Discusses Its Aims 
and Purposes 

George D. Alder, president of the Na- 
tional Association of Life Underwriters, 
in the current issue of the Association’s 
publication, discusses the new American 
College of Life Umderwriters. He says 
it will stress ethical and_ professional 
conduct which will dispel the last vestige 
of odium that has heretofore existed re- 
garding the sale of life insurance and 
elevate it to the standard of other pro- 
fessions. : ae 

“Though it is not hoped that it will be 
a panacea for all ills of the business, it 
fulfills a hope and offers a solution of 
the troubles of the life business, pro- 
vides a goal for the ambitions of life 
representatives and charges them with 
strict accountability for other than ethic- 
al action in their work,” said Mr. Alder. 

“Its ramifications cannot now be even 
estimated and its place as a dynamic 
force in life insurance work is not pos- 
sible of definition. Every one connected 
with the sale of life isurance will be ad- 
vanced by contact with it and to be con- 
gratulated are they who are found quali- 
fied for entrance.” 


Nearer sees 


FERTIG’S CHARGES 





Says Colorado Commissioner Gave Negro 
Messenger Precedence Over White 
Clerk; Called Arbitrary 


Charles T. Fertig, rate expert in the 
office of Jackson Cochrane, insurance 
commissioner of Colorado, who asked the 
civil service commissioners to dismiss 
Cochrane from office, in making his 
charges “more specific,’ relates that 
Cochrane gave a negro messenger prece- 
dence over a white clerk in the office; 


that he has disorganized the office; that - 


he interfered with Fertig in his work; 
sought to remove him (Fertig) without 
cause; that he is arrogant and arbitrary; 
has forced resignations of employes un- 
der civil service ratings, and violated 
rules 7, 8 and 9 of the civil service com- 
mission, the negro mentioned being al- 
lowed to perform the duties of chief 
clerk over William K. Kelly, rated as 
chief clerk. 


TO INCREASE CAPITAL 
The newly formed Louisville Life & 
Accident of Louisville, Ky., has filed 
amended articles increasing its capital 
from $100,000 to $300,000. This company 
writes industrial accident and health. 











51.6% 


in the Company. 








Once a Policyholder— 


Always a Prospect | 
THE POLICYHOLDERS COMPANY 





of the new business paid 
for in The Northwest- 
ern Mutual Life Insurance Company of. 
| Milwaukee, Wisconsin, in :1926 was upon 
applications of members previously insured 








The Northwestern Mutual Life Insurance Co. 
Milwaukee, Wisconsin 


W. D. Van Dyke, President 
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WHERE SCHOOLS ARE HEL») 





Equitable Life Insurance Society C! isses 

Covered Wide Range of Territo: y 

in Years 1924, 1925 and 1926 

Besides the permanent school he d in 
New York City, classes are cond::cted 
in Equitable agencies throughout the 
United States by traveling instrvctors 
and are held in a different agency cach 
time so that as many agents fron the 
local agency and surrounding territory 
as possible may take advantage ©: the 
instruction. The distribution of the 
schools during 1924, 1925 and 1926 (c:ant- 
ed at the request of the agency :an- 
agers at the discretion of the vice->resi- 
dent in charge of education and deyend- 
ent on the number to be enrolled) has 
been as follows: 

1924—Albany, Boston, Chicago (2), De- 
catur, Detroit, Indianapolis, Louisville, 
Memphis, Nashville, Oklahoma City, 
Philadelphia (2), Rochester, St. Louis, 
St. Paul, Sioux Falls, Syracuse, Wheel- 
ing, Wilmington. 

1925—Baltimore, Boston, Chicago (2), 
Cleveland, Columbus, O., Dayton, O., De- 
catur, Des Moines, Detroit, Ft. Wayne, 
Ind., Hartford, Jacksonville, Little Rock, 
Philadelphia (2), Providence, Salt Lake 
City, San Francisco, St. Paul, Wheeling. 

1926—Birmingham, Boston, Chicago 
(2), Columbus, Decatur, Denver, Des 
Moines, Detroit, Indianapolis, Kansas 
City, Los Angeles, Louisville, Oklahoma 


City, Omaha, Philadelphia, Portland, 
Ore., Roanoke, Salt Lake City, San 
Francisco, St. Paul, Seattle, Toledo, 


Wilkes-Barre, Pa., Wilmington. 





LONDON LIFE’S NEW BUILDING 





Company to Occupy Ground Floor; Four 
Stories in Height; Dining Rooms 
on Upper Floor 

The new building of the London Life 
Association, with which is associated the 
Clergy Mutual Assurance Society, locat- 
ed on the north side of King William 
Street, London, has been completed and 
will be occupied in part by the associat- 
ed companies the middle of June. 

The building, which was designed by 
W. Curtis Green, is a four story struc- 
ture, of fireproof construction through- 
out, and is adapted to modern office re- 
quirements. The entire ground floor will 
be occupied by the London Life and the 
Clergy Mutual, while the upper floors 
will be let out as offices to various firms, 
except part of the fourth floor, which 
will be given over to the directors’ rooms, 
dining rooms and kitchen. 

The building is triangular in plan round 
an open court, the front—of about 150 
feet—forming the hypotenuse of a right- 
angled triangle, of which one side backs 
on to the churchyard of St. Nicholas 
Acons. 





HALEY FISKE INTERVIEW 


Forbes Magazine in its current issue 
carries an interview with Haley ‘iske, 
president of the Metropolitan Life, »ndet 
the title “Promoting Life and Friern ship, 
Our Newest and Greatest Business. The 
interviewer describes his feelings ‘hus: 
“If one could imagine himself cli: :bing 
the bridge of the Santa Maria i. the 
fall of 1492 and having a nice quie hour 
all alone with the skipper, he mig’ t get 
some idea of the kind of experic ‘ce tt 

Mr. Fiske said in part. “We ud t0 
be an insurance company. That 
good business as far as it went, 
am glad we did not stop there. ~ 
we started our life extension wo « Wwe 
were cool, calculating saviors. The 
mothers of the babies we saved, how 


’ ever, somehow forgave us for th::. In 


fact, they became our friends. The er 
our instructions religiously and ti inke 
God for the Metropolitan. The .nsur 


ance business was more fun after ‘hat. 





The Beatty New York City age cy 
the Security Mutual is leading th: 
pany for 1927. 
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Practical Suggestions to Helpthe Man With the Rate 


Book Increase His Income 


Some facts about 
Government life in- 
surance prepared by 
M. J. Shortley, re- 
gional manager of 
the U. S. Veterans’ Bureau in Pittsburgh 
follow: 

1. The War Time Insurance must be 
reinstated and converted before July 

2, 1927. 

. The Veteran in good health may re- 
instate his War-Time Insurance in 
multiples of $500 and not less than 
$1,000, merely on the payment of 
one back premium and the premium 
for the current month on the amount 
to be reinstated. 

3. The Veteran not in good health, but 
not permanently and totally ‘disabled, 
can reinstate his insurance by the 
payment of all back premiums with 
interest at 5%. 

4. If he is unable to pay the back pre- 
miums, this amount may be placed 
as indebtedness against the face 
value of the policy. Necessary phy- 
sical examination will be made free 
of charge at the office of the U. S. 
Veterans’ Bureau at 5118 Penn Ave- 
nue, Pittsburgh, Pa. 

You have your choice of seven dif- 

ferent policies: Ordinary Life, 

Twenty Payment Life, Thirty Pay- 

ment Life, Twenty Year Endow- 

ment, Thirty Year Endowment, En- 
dowment at the Age of Sixty-two, 
and the Five Year Convertible Term 

Policy. 

. You have a thirty-one day grace pe- 
‘od for the payment of premiums. 

6. !'ermanent and total disability claims 
and death claims resulting from mili- 

iry or naval service do not come out 
the Government Life Insurance 

lund. This will result in bigger divi- 
conds to the insured. 

7, |.ach policy has a permanent and 
ictal disability feature: for which no 
-<tra charge is made. 

8 ..‘ter one year, each policy has a 
cush value. 

9, ..{ter one year, each policy has a 
| iid up insurance value and an ex- 
.nded insurance value. 

10. .. {ter one year, each policy has a 
1 an value except the five year con- 

rtible term policy. 

ll. "ere is no extra charge because of 
iazardous occupations, nor are there 
ly restrictions as to travel or place 
co: residence. 

12, ‘he insurance can be made payable 
in a lump sum, in elected install- 
ments, or in installments throughout 
11:e, 

13. It is the safest and least expensive 
of any insurance with like features. 

14. More than $13,000,000 has already 
been disbursed as dividends to policy 
holders. 

15. More than $45,000,000 has been paid 
out as benefits on Government Life 
(Converted Insurance). 

16. More than $819,000,000 has been paid 
out as benefits on account of Gov- 
ernment War Time Insurance. 

1. More than 3,000,000 men and women 
who carried War Time Insurance 
have allowed it to lapse. 


War Risk 
Insurance 


In a Nutshell 


iss) 


own 





and General Efficiency 


Excerpts from a 

Old series of articles by 
Age Albert W. Atwood in 
Dependence the Saturday Eve- 


ning Post: 

Stress the opportunities of old age 
rather than its vicissitudes. 

From 1900 to 1920 population increased 
40% but people 65 or over increased 
60%. 

Present number of people 65 or over, 
5,650,000 or 5% of the population. In 
1890 the percentage was 3.9%. 

So we see an increasing need for old 
age independence. 

In 1650 the average age was 20; in 
1926 it was 58. 

In 1900 out of 100,000 born 40,911 lived 
to be 65. 

In 1924, 52,466 were living to or be- 
yond 65. 

Man, 30, Wife, 25. Two out of five 
chances that both will live to 65. 

There is no terror, no fear, quite equal 
to that of not having enough to live on 
in old age. 

1. Capacity to enjoy simple things, 
books and the fellowship of common 
men. 

2. Most essential, money sufficient to 
prevent dependency, suffering and hu- 
miliation. 

“There is perhaps no fear, no worry, 
no anxiety that so follows a man from 
his home to his work and back again, 


detracting from his efficiency and dis-. 


turbing his peace of mind as this one; 
fear that tends to dependency.” 

There is less dependency among mar- 
ried than single people. 

Mt. Atwood stresses the need for 
women to provide for old age for the day 
is gone when she may expect to spend 
her declining vears in the “welcome 
home” of some relative. 

Mr. Atwood agrees that the protective 
end of life insurance should be stressed 
but that there is at least an equal hazard 
in old age to protect. 

He states that half of all American 
Presidents have been dependent in their 
later years. 

Out of 43 millionaires that Carnegie 
made, most of them lost their money.— 
Colorado Life Underwriter Bulletin. 


PREACHING AND PRACTICE 


In a recent issue of the “Radiator,” 
one of the general agents of the Massa- 
chusetts Mutual tells of a long talk he 
had with a representative of that com- 
pany of a dozen years’ standing who was 
not making the success to which his 
industry seemed to entitle him. “Quite 
abruptly I asked him the amount of his 
own protection. I was surprised to find 
that after selling life insurance a dozen 
years he carried no insurance himself, 
whereupon I told him ‘Now I know the 
reason why your success has_ been 
scarcely mediocre. You do not believe 
in the thing yourself.” 


CONDENSED ADVICE 

C. W. Parker of the Provident Mutual 
Life gives the following condensed ad- 
vice: 

Tell the plain truth, 

Tell it simply. 

Tell it interestingly. 

Tell it fully. 

And then shut up. 








F. M. BEARD’S CAREER 
With Equitable Of Iowa Since 1908, 
Making Him Oldest In Point 
Of Field Service 

The oldest representative of the Equit- 

able Life of Iowa in point of field serv- 
ice is F. M. Beard, associate general 
agent at Marion, Ind. He was gradu- 
ated from the De Pauw University in 
1892. During his college career he be- 
came interested in educational and so- 
cial service work and upon graduation 
became a Y. M.C. A. secretary at Mar- 
ion, Ind., which position he held for 
two years. 
_ In 1894, Mr. Beard was elected super- 
intendent of schools at Hartford City, 
Ind., in which capacity he served until 
1900 when he resigned to enter the life 
insurance business. He entered the busi- 
ness with the Mutual Benefit, which 
company he represented for only a few 
months. In December, 1900, he was ap- 
pointed district manager at Marion, Ind., 
for the John Hancock Mutual which 
company he served for eight years until 
he resigned to enter the services of the 
Equitable Life of Iowa. 

Mr. Beard became a representative of 
the Equitable in 1908, shortly after Cyrus 
Kirk had been elected president. Dur- 
ing the following year through the in- 
fluence of J. C. Cummins, then secre- 
tary of the company, he was persuaded 
to devote a portion of his time as a 
field supervisor for Indiana. On June 1, 
1910, his supervisory duties were ex- 
tended to include the states of Illinois 
and Michigan and he was given a title of 
assistant superintendent of agencies for 
these three states. During the time Mr. 
Beard was engaged in this work he 
wrote two circulars for the company en- 
titled, “A Bit of History About the 
Equitable Life of Iowa” and “Life In- 
surance an Inviting Field for Industrious 
and Ambitious Men.” 





HAIGHT, DAVIS & HAIGHT, Inc. 


Ccr:clting Actuaries 


—-— 


_S. Carlisle Martin, former agency spe- 
cial of the St. Louis branch of the Mis- 
souri State Life, has been made assist- 
ant manager of the Indianapolis branch 
of the company. 











SIX MEN 


We have six new 
territories for six 
good men under 
real general agents’ 
contracts. 





Address 
The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 




















TO BROKERS FOR 
THEIR CLIENTS 


The Canada Life 
Issues Policies for Every Need 





Every need that can be filled by means 
of life insurance can be taken care of 
by one or other of the many Canada 
Life policy plans. Special policies are 
issued in special cases. 





HERBERT W. JONES | 
Manager, New York City 























PRANK J. HAIGHT, President 110 WILLIAM ST. 
a a. Beek 5058—6691 
Omaha Denver Des Moines eekman | 














satisfaction in so doing. 


You Who Seek Opportunity 


| . Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 


limits 10 to 70. 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street 


New York, N. Y. 
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Commissioners Define 
Non-Cancellable 


COMMITTEE ON BLANKS REPORT 





Also Pass A Resolution Relating To 
Coupon Policies; What Claims 
Must Be Reported 





The committee on blanks of the Na- 
tional Convention of Insurance Commis- 
sioners has made a definition of non- 
cancellable accident and health insur- 
ance by amending the definition appear- 
ing in the March 22, 1924, report of the 


sub-committee on non- cancellable acci- 
dent and health insurance. The new 
definition follows: 

The meaning of ‘‘non-cancellable,’’ as used 


in the miscellaneous annual statement blank, 
is hereby defined as guaranteed renewable for 
a period in excess of one year or to some 
limiting age such as sixty, and non-cancellable 
during the term for which it is written but 
shall not include policies issued at a level 
premium for decreasing amounts of protection 


and renewal for periods of not more than 
ten years. . nS 
The reason is this: To bring within 


the definition of non-cancellable accident 
and health insurance five-year term poli- 
cies and other similar policies (except 
level premium policies for decreasing 
amounts of protection) which are not 
cancellable during the period for which 
they are written. 

The committee on blanks of the Na- 
tional Convention has changed a phrase 
in the life blank which now reads: “Mar- 
ket values of stocks and bonds not 
quoted:” to read as follows: 

“Market values of stocks and bonds 
not quoted in the stock exchange sheets 
or in lists published by large stock and 
bond houses :” 

The committee has adopted the fol- 
Icwing resolution: 

“There has been some lack of uniformity 
among companies which write so-called ‘coupon 
policies’ in the manner of reporting matured 
coupons which are not cashed by the policy- 
holder as they become due but are permitted 
to accumulate and remain with the company 
to apply to the reduction of the premium pay- 
ing period, the purchase of additional insur- 
ance, or some similar guaranteed policy benefit. 
The proceeds of such matured coupons are, 
clearly, held by such companies to meet guar- 
anteed policy obligations at maturity. They are 
therefore reserves required by law and should 
be included in the reserves of the company re- 
ported above line seven on the Convention 
blank.” 

In regard to claims the committee has 
adopted the following footnote to be 
added to the bottom of the page dealing 
with claims: 

Claims should be classified 
the Ryerson sub-divisions: 

claims disposed of during current year, 
tb) claims resisted, where additional death 
benefits are not involved, 

(c) claims resisted where both the 
amounts and _ additional 
death benefits are involved, 

(d) claims resisted as regard the additional 

_ accidental death benefits, but not re- 
sisted as regards the face amounts. 


and reported in 


» face 
accidental 





TO STUDY PENSIONS ABROAD 

Actuary Lundgren of The Prudential 
will make a study of pensions systems 
while abroad this Summer. He will also 
attend the actuarial congress in London. 











Educational Director. 


1867 








KNOWLEDGE 


The Equitable Life of lowa believes that every agent 
should have full knowledge of the life insurance 
business and be schooled in salesmanship. To this 
end a company educational course has been developed 
and is offered to field representatives under the supervision of an 


This is but one of the many advantages the Equitable Life Insurance 
Company of Iowa has to offer its representatives in the field. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Mo nes 
SIX TIETH ANNIVERSARY 


1927 

















MUTUAL LIFE’S FLOOD ACTION 





Grants Another Extra Thirty-Day Ex- 
tension to Policyholders in Missis- 
sippi River Region 
The Mutual Life has authorized an- 
other thirty-day extension period for 
payment of renewal premiums and _ pol- 
icy loan interest due and payable from 
policyholders who are victims of the 
flood in the Mississippi River country. 
This additional extension period gives 
the policyholder sixty days’ extension 
from the end of the usual grace period 
to make payment of renewal premiums 
and policy loan interest. This action of 
the company is taken in order to give 
policyholders relief until they have op- 
portunity to resume normal living and 
take up their customary business affairs. 
The company’s usual rules for exten- 
sion of time are not affected by this spe- 
cial and general extension of sixty days 
from the end of the grace period, and 
the company under the existing circum- 
stances will be liberal in its treatment 

under its rules to victims of the flood. 

The company’s provision for extension 
in time of payment of premiums and loan 
interest and its established practice of 
making loans locally without Home Of- 
fice procedure will afford its policyhold- 
ers in the flood basin relief from pay- 
ment for a generous period and imme- 
diate assistance where cash is necessary 
at once for current needs and rehabili- 
tation purposes. 





H. L. AMBER PRESIDENT 


Harrison L. Amber, general agent for 
the Berkshire Life Insurance Co., has 
been elected president of the Buffalo 
Life Underwriters, Inc. Other officers 
elected by the recently named board of 
directors are Edward W. Selvage, vice- 
president; Howard W. Smith, vice-presi- 
dent; G. Shannon Grover, secretary; and 
Reginald T. Wheeler, treasurer. 


MIDLAND MUTUAL’S RECORD 


The Midland Mutual Life, in a circu- 
lar letter to their agents, says that dur- 
ing a representative period policies were 
issued upon more than 60% of the ap- 
plications on the day they were received 
at the home office or on the next day. 
During 1926 policies were issued to 94% 
of the applications as applied for; 5.4% 
of the applicants were rated for physical 
impairments; and no insurance could be 
issued to .6% of the applicants. 

_ The circular further states that in con- 
sidering this excellent showing it should 
be remembered that the mortality ratio 
of the company last year was 25.9% and 
was practically the lowest of any legal 
reserve company. It was_ principally 
through the co-operation of the agents 
that the company has made such a splen- 
did showing. 





DR. PIPER SPEAKS 

The final meeting of the fifth selling 
course given by the John C. McNamara 
Organization, New York Managers of the 
Gvardian Life, was addressed by Dr. 
Charles B. Piper, medical director of that 
ccmpany. Dr. Piper spoke on the topic, 
“Tt I Were You and You Were I,” ex- 
plaining the trials and mishaps of a med- 
ical director. 

The course consisted of twenty sales 
talks by prominent producers, general 
agents, and teachers. The meetings were 
well attended. 





“SPEEDING UP POLICIES” 

“Speeding Up Your Policies,” an arti- 
cle by T. J. McKenna, assistant secre- 
tary of the Reliance Life, is printed in 
the current issue of “The Reliance Bul- 
letin. The article deals with the work 
done in a home office to deliver a pol- 
icy as rapidly as possible. 





The Guardian Life announces the ap- 
pointment of James Ellis Hyatt to be 
its district manager at Knoxville. 


— 
—= 


Canadians Have C. L. U. 
Degree For Three Years 


DESERVE CREDIT FOR DEA 
Think They Have Not Had Credit In 
Publicity Of American Colles. 

Of Life Underwriters 








It is reported that there is some jll- 
feeling in Canada growing out of the 
failure of the National Association of 
Life Underwriters to make mention in 
publicity material relative to the new 
American College of Life Underwriters 
of the fact that the Canadians have been 
giving “C. L. U.” degrees for some time. 
Those initials stand for Certified Life 
Underwriter. 


The new American College of Life 
Underwriters is to give these C. L. U, 
degrees to its graduates. 

The Canadian association has been 
awarding the degrees for about three 
years, and there is a class at Toronto 
University where students study life in- 
surance in order to prepare for the de- 
grees. 

The Canadians say that the only 
American who has mentioned this fact 
is Edward A. Woods, general agent of 
the Equitable at Pittsburgh, but inas- 
much as Mr. Woods is president of the 
new American College of Life Under- 
writers it cannot be said that the Cana- 
dians have been entirely slighted in this 
matter. 

The American College of Life Under- 
writers originated in the mind of Guy 
McLaughlin of Texas. He is a vice- 
president of the American College. 





WEDS HIS SECRETARY 


Arthur V. Scott, one of the assistant 
managers of the Prosser & Homans 
Agency of the Equitable Life Society, 
recently married Miss Elvira H. Shal- 
tain, who had been his secretary. Mr. 
Scott has been twenty-five years with 
the Equitable and about eight years 
with the Prosser & Homans organiza- 
tion. He is well known in insurance cit- 
cles in New York. He lives at Red 
Bank, N. J 





DIES LEAVING $1,450,000 

Another Lloyd’s underwriter, in the 
person of James William Brook, has re- 
cently passed away leaving the snug 
little fortune of £290,000 ($1,450,000). Mr. 
Brook was a bachelor and died without 
having made any will. A niece, Mrs. 
Clara Sophia Sinclair, is the only per- 
son entitled to the estate, and letters ot 
administration have been granted to her. 





Announcement has been made of the 
approaching marriage of Paul Reed, 
agency supervisor of the Bankers’ Life, 
Los Angeles agency, to Miss Alice Ag- 
new in Los Angeles. 








THE SUMMER SPURT 


Why not have a Summer Spurt instead of a Summer Slump? 
Salaries go on just the same in summer time. 
Salaries are all that are necessary for the success of a Salary Savings 


System campaign. 


Under the Salary Savings System the employer deducts the monthly ! 
premium on any form of Lincoln National Life policy from the pay of the 
Individual policies are issued and with certain restrictions it is 


employee. 
conducted on a non-medical basis. 











Cink UP (Jwirs Tue () LINCOLN) 








Lincoln Life Building 





The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


More Than $470,000,000 in Force 


Fort Wayne, Indiana 




















the preceding year. 


was: 


Established 1879 








—1926— 
ANOTHER ONWARD MARCH YEAR 


Total of new Life Insurance issued, increased and restored 
(paid for) for 1926: 


$158,331,102 
Last year was the eighth consecutive year in which this 
Company has shown a gain in new paid-for business over 


The total of life insurance in force on December 31, 1925, 


$909,479,363. 


FOE ENNIS 


Bankers Life Company 
GERARD S. NOLLEN, President 


Des Moines, Iowa 
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St. Louis Bank Insures 
President For $250,000 


POLICY IN CONTINENTAL LIFE 





Insured Is Vice-President Of Insurance 
Company; Well-Known In 
Financial Circles 





At a meeting of the board of directors 
of the Grand National Bank of St. Louis 
it was voted to place a $250,000 policy on 
the life of the president of the bank, 
kd Mays, who is also vice-president of 
the Continental Life of St. Louis. The 
application was written by Insurance 
agent W. C. Johnson and was placed 
in the Continental. 

Mr. Mays has built up a banking bus- 
iness in St. Louis for the past six years 
which has attracted the attention of fi- 
nanciers. The resources of the Grand 
yvautonal Bank as shown on their state- 
ment under date of March 23, are $7,- 
493,892 as against $590,960 of February 
18, 1922. Incidentally the Grand Na- 
tional Bank is only one of several organ- 
izations headed by Mr. Mays. He has 
large interests in Arkansas, his home 
state and where he lived until about six 
years ago when he went to St. Louis 
to enter the banking field there. 

43 Years Old 

Mr. Mays is forty-three years of age. 
He did not inherit his wealth—he started 
as a farmer boy. In a letter regarding 
Mr. Mays, Roy L. Beck, director of 
sales promotion of the Continental Life, 
says: 

“Mr. Mays has a big vision of the life 
insurance business and it is his outstand- 
ing ambition now to build another giant 
company in the mid-west. Much can be 
expected of him in the life insurance 
field in the next decade.” 





NEW COVER MAKES SLOW START 





Doctor’s Biil Insurance Appears in 
Britain, But Isn’t Making 
Much Headway 


Insurance against doctor’s bills and the 
whole cost of medical service, introduced 
into Great Britain about eighteen months 
ago, has not been the success that it 
was expected to be, according to an ar- 
ticle in a Manchester paper, which re- 
views the situation in part as follows: 

“For many years there has been avail- 
able all kinds of personal accident and 
sickness policies, giving various benefits 
for disablement through every kind of 
accident or illness, and these serve the 
very useful purpose of providing a week- 
ly income covering the period of disable- 
ment. But they bear no relation to the 
actual cost of an illness. An operation, 
for example, causing, perhaps, four 
weeks’ disablement, may cost £150 or 
more in surgeon’s fees and nursing home 
expenses. And, in addition, the person- 
al accident policy only covers one person, 
while the doctor’s bills policy covers the 
whole family. 

_ And yet for some reason this form of 
Insurance has not attained the popularity 
It deserves. 

“It may be that sufficient publicity has 
hot yet been given to the idea, or that 
the actual detailed working of the scheme 
has noi been sufficiently simplified. The 
advertising of insurance, as such, is in 
Its infancy in this country. Insurance 
companies advertise themselves, but, with 
the exception of two or three life as- 
surance companies, no attempt is made 
to adv rtise their goods. 

“Notwithstanding these preliminary 
difficulties, which time should eliminate, 
this new form of insurance is even now 
of considerable value in the social scheme 
and is destined to attain big proportions 
in the future.” 





ARTICLE BY McNAUGHTON 
Glen N. W: McNaughton of the New 
ork City bar has an interesting article 

on “multiple Inheritance Taxation and 
te Insurance” in the “Insurance Com- 


Batons new insurance paper, pub- 
‘lished in Brooklyn. 





BRANCH IN SPOKANE, WASH. 





Opened by Sun Life of Montreal, Arthur 
Smith, Manager; Staff Being 
Appointed 

H. O. Leach, superintendent of agen- 
cies in the United States of the Sun Life 
of Montreal, announces that the eleva- 
tion of Spokane district office to the 
status of the branch office will take ef- 
tect at once. The office was opened two 
years ago under the Seattle branch of- 
fice. 

Arthur Smith, who opened a small of- 
fice in Spokane two years ago, has been 
promoted to a position of branch man- 
ager. Offices have been taken in the 
Paulsen building and the immediate of- 
fice force will include Mr. Smith, D. W. 
Oakland, secretary, who has been trans- 
ferred from the Seattle office, and two 
stenographers, 





GIVES NEWCOMER’S VIEW 

Max Gabel of the Rosenman agency 
of the Security Mutual in New York 
City, is the subject of an article in the 
“Security Mutual Roster” for May. Mr. 
Gabel has been in the insurance business 
for three short but successful months, 
and gives the point of view of the initi- 
ate. 











THE BERKSHIRE LIFE INSURANCE COMPANY 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with a substantial 
increase in new business over 1925. All previous records hawe been shattered. This 


great expansion is due in marked degree to the splendid spirit of co-operation between 
the Home Office and the Field Force. 


Men contemplating entering the life insurance business would do well to communicate 
with this fine old Massachusetts company before deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 























New Increased Dividend Seale 
Effective January 1, 1927 


New England Mutual Life Insurance Company 


Boston, Mass. 
This Company is now in the very 
Forefront on Low Net Cost 




















Why You 


Should Represent 
The Missouri State Life 





ing greater. 


+48 


HE MISSOURI STATE LIFE is one of the fastest growing life insur- 
ance companies in the United States—a great Company daily grow- 


Its multiple line of Life, Accident and Health, and Group insurance multi- 
plies your opportunity for success. 

Its central location, with Home Office in Saint Louis, ‘the city surrounded 
by the United States,” means minimum of time in handling applications, 
claim settlements, and all matters of correspondence. 

Its complete organization, thoroughly departmentized, offers unexcelled 
service to both Agents and policyholders. 

Its Branch Office service, available in twenty-six of the principal cities of 
the country, extend to field men the personal co-operation of trained repre- 
sentatives in each of its multiple lines. 

Its progressive pioneering spirit makes it a most desirable company for the 
live, forward looking agent to represent and its new, liberal policy forms 
offer attractive selling plans. 

Its substandard department greatly extends the Agent’s possibilities for 
writing profitable business at most favorable rates. 

A connection with the Missouri State Life offers you an unusual opportu- 
nity to become the master of your own affairs and to increase your earn- 
ings from year to year. 

The Company is anxious to make connections with high-grade ambitious 
men and to assist them to become their own masters in building up a 
clientele of their own. 


If you are interested in establishing yourself in a pleasant, profitable busi- 
ness, we shall be glad to hear from you. 


INSURANCE IN FORCE APRIL 30, 1927 


$687,307,814.00 


be 





LIFE 








A great Company daily growing greater! 
Missouri State Life Insurance Company 


M. E. SINGLETON, President 
ACCIDENT 


Home Office, St. Louis 
HEALTH GROUP 
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Northwestern National Plans 


(Continued from page 1) 


that the number of votes he can now 
cast bears to the aggregate voting power 
of the entire membership. Members 
may subscribe for their pro rata amount 
of shares at par. 

The participating policyholders will re- 
tain their right to vote for the directors 
of the company and will continue to 
participate fully. 

The mutual participating policyholders 
are protected against any subsequent 
change in the company’s charter, both 
with respect to their right to vote and 
their sole participation in earnings and 
profits on the participating business, by 
a charter provision which prohibits any 
such subsequent amendment. 

President Arnold anticipates that the 
policyholders will give unanimous ap- 
proval to the plan, and that a large pro- 
portion of them will avail themselves of 
the opportunity to become shareholders. 

Reasons for the Change 

The reasons for the proposed change 
as set forth to the policyholders of the 
company by the directors are as follows: 

With no loss of any of the rights, 
privileges and benefits which the mem- 
heme now enjoy as policy holders of a 
mutual company, the company will have 
the right to do a non- participating busi- 
ness which is at present denied to it. 
It will thus be able to meet competition 
of a most important sort in certain sec- 
tions of the country in which the com- 
pany now operates, thereby affording a 
means of increasing the volume of the 
company’s business. Increase in busi- 
ness will result in a relative reduction in 
overhead expense and a consequent in- 
crease in dividends to participating pol- 
icy holders. 

“2. The company, by its present char- 
ter, is permitted to write policies insur- 
ing against accident and sickness, wholly 
apart from life insurance policies. This 
kind of business can be best done by 
companies with a capital stock. 

“3. From the standpoint of the policy- 
holders, the paid-in-capital constitutes 
that much additional financial strength 
to the company. 

“4. With the policy holders owning 
shares in the company they will exercise 
a closer supervision over its affairs. It 
is a well-known fact that policy holders’ 
meetings are seldom well attended. 
Shareholders’ meetings are well attended. 
The plan now proposed will stimulate 
the interest of policy holders in the ordi- 
nary affairs of the company. 

“5. As at present, each participating 
policy holder, (whether or not he sub- 
scribes for shares) will have a voice in 


the management of the company. 

“6. The laws of Minnesota pursuant 
to which the action is proposed to be 
taken and the charter amendments ab- 
solutely safeguard the existing rights and 
powers. of members and policyholders.” 

In the announcement to agents, Mr. 
Arnold said in part: 

“The company will be enabled to issue 
non-participating policies in addition to 
its present full line of participating poli- 
icies. This is a privilege now denied it, 
which handicaps us considerably in cer- 
tain states in which we are operating. In 
other states where competition from this 
source is not of special moment, the 
privile ge of selling non-participating poli- 
cies will nevertheless be an aid to the 
agent in particular cases. 

“Well informed insurance companies and 
state supervising officials recognize that 
the American Experience Mortality Table 
does not reflect modern mortality ex- 
perience. A new table, the American 
Men Table, has already been approved 
as a permissable standard for calculation 
of premium rates in some states and will 
doubtless be generally adopted in the 
next few years. The use of this table 
will result in a sharp reduction in non- 
participating rates at the younger and 
middle ages and will give impetus to 
the sale of non-participating insurance. 
We will be in a position to issue non- 
participating policies and to meet these 
rates and the resulting close competition. 

“T want to emphasize again the fact 
that these amendments will not change 
this company from a mutual company 
to a stock company. They operate to 
give the company the benefits with none 
of the disadvantages of a capital stock 
and at the same time preserve the prin- 
ciple of mutuality and all the rights, 
privileges, and powers of the holders of 
participating policies.” 

The Minnesota Statute 

In commenting on the company’s plans, 
Mr. Arnold called attention to the Minne- 
sota statute under which the proposed 
change is to be made, which reads in 
part as follows: 

“Insurance corporations may be formed 
having a capital stock, but which shall 
be controlled by the votes of both stock- 
holders and participating policy holders. 
All such companies shall be known as 
stock and mutual companies. Corpora- 
tions so formed shall have the right to 
make any contracts which insurance com- 
panies formed to transact the same kinds 
of business upon the stock plan or the 
mutual plan are authorized by law to 
to make.” 








Phone 
Cortlandt 2030 








New England Mutual Lite 


Life Insurance of today resembles Life Insur- 

ance of fifty years ago about as much as 

an AIRPLANE resembles an ox-team. 
LINDBERGH could never have 


gone to Paris by ox-team. 


BALDWIN 


-§ Seconds from Broadway 


5 Maiden Lane 
5th Floor 











Extracts from Proposed Articles of In- 
corporation 
Some extracts from the amendments 
of the proposed Articles of Incorpora- 
tion of the company follow: 
ARTICLE IX 
The highest amount of 
or liability to which this company shall 
at any time be subject, exclusive of its 
liability on or growing out of tire con- 
tracts, shall be the sum of $100,000 
ARTICLE X 
Sec. 4. At any meeting of the com- 
pany, each shareholder shall be entitled 
to one vote for each share held by him, 
and each holder of a policy now out- 
standing, as well as each holder of a 
policy hereafter issued, which is by its 
terms entitled to participate in surplus 
or profits, shall be entitled to vote and 
one vote additional for each thousand 
dollars of insurance in force upon his 
life in excess of the first thousand dol- 
lars, except as now otherwise provided 
by law. 
Sec. 5. Members and shareholders may 
vote by proxy. 
ARTICLE XI 
Dividends on stock shall at no time 
exceed the sum of (1) the proportionate 
amount of net investment income, gains 
and profits properly attributable to the 
capital stock and paid in surplus, and (2) 
the amount that may be carried to sur- 
plus from the earnings and profits on 
policies hereafter issued, if any, which 
are not by their terms ‘entitled ‘to par- 
ticipate in surplus or profits. 
ARTICLE XIII 
No amendment to these Articles of 
Incorporation shall be adopted depriv- 


indebtedness . 


ing holders of policies then outstanding 
of the right to vote as secured to them 
by Section 4 of Article X hereof, and no 
such amendment shall modify the effect 
of Article XI hereof as to any holder 
of a participating policy then outstand- 
ing. 
RESOLUTION No. 2 


Resolved, further, that as soon as prac- 
ticable after the foregoing amendinents 
to the Articles of Incorporation have 
been approved, filed, recorded and pub- 
lished as provided by law, a notice shall 
be sent to each and every member of the 
company notifying him of the adoption 
of the said amendments and of his right 
to subscribe for capital stock of the 
company as provided in this Resolution. 
Every present member who remains a 
member at the mailing of such notice 
shall be entitled to priority in subscrip- 
tion to such capital stock for three 
months after such notice shall have been 
mailed, in proportion to the number of 
votes which said member is now entitled 
to vote at meetings of the members. 
Said prior right of subscription shall not 
be assignable. At the expiration of said 
three months the Board of Directors 
are authorized and directed to sell and 
dispose of any shares of the capital stock 
which shall not have been subscribed as 
aforesaid, and which shall not be paid 
for, within said time. 

Said capital stock shall be sold for not 
less than $6.25 per share, provided that 
members who exercise their prior right 


‘of subscription, as above provided, shall 


as to stock so subscribed for and to 
that extent only, pay for the same at 
par. 











A strong, liberal, low cost 
purely mutual Company 
with a record of 


EIGHTY-THREE YEARS OF SERVICE 


to policyholders and beneficiaries 


STATE MUTUAL LIFE ASSURANCE COMPANY 


of Worcester, Massachusetts 


Incorporated 


1844 























(Con mut topics 


(Topics of The Connecticut Mutual) 








VOL. 2 


JUNE, 1927 





Form — Ideas 


1846 








Sales Ideas In Loose-Leaf 


in Loose- Leaf 
Form — more business — better 
business — from better salesmen. 


Such is Sales Service Revised 
of 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Hartford 


Over 80 years in Business 


1927 
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Why But 50,000 Chinese 
Have Taken Policies 


FAULT WITH SOCIAL STRUCTURE 





Status of Women Has Something to Do 
With It; Insurance Distrusted; 
Hard to Find Examiners 





A. J. Hughes of the China United As- 
surance Society, Shanghai, has written 
an article discussing life insurance in 
China in the “China Weekly Review.” 
Notwithstanding the fact that insurance 
companies have been operating in that 
nation for thirty years and there are 
400,000,000 people less than 50,000 have 
policies. 

Mr. Hughes discusses what is wrong 
swith China from the aspect of life in- 
surance. Some of the points he makes 
follow: 

The Chinese age-old system of mutual 
responsibility in the family or clan em- 
bodies the fundamental idea of life in- 
surance, and this undoubtedly has been 
an important factor against its adoption 
as a substitute for the protection of de- 
pendents. But with the tendency of 
modern conditions to break up the herd- 
ing of families the advantages of life 
insurance must become more obvious and 
popular. 

Position of Women 


The status of women has also militated 
against life insurance development in 
China, and there is, as yet, no such im- 
perious and widespread social sentiment 
compelling the adoption of every avail- 
able means for the wife’s protection as 
characterizes Occidental social life. The 
gencral attitude towards insurance seems 
to be “What’s the use of the money 
to a man whose wife’s a widow?” The 
inferior social status of women in China 
has probably been one of the drag-shoes 
not only on life insurance development, 
but on national progress generally. On 
the other hand, provision for the chil- 
dren, and especially the eldest son, al- 
ways makes a strong appeal, and it is 
only the novelty and distrust of life in- 
surance that prevents its more general 
adoption for this purpose. 

The distrust of life insurance is unfor- 
tunately not only very general, but to a 
great extent justified. It can be confi- 
dently stated that in no other country 
has this beneficent system of family pro- 
tection been introduced under less fa- 
vorable auspices. With the advent of the 
locally established China Mutual and 
Shanghai Life Insurance Companies 
some twenty-five years ago, the canvass 
for Chinese business became more gen- 
eral and with a most encouraging initial 
measure of success. But the technical 
training, long experience, and other 
qualities of management essential to suc- 
cess, and the command of public confi- 
dence were non-existent during their 
earlicr vears, with the result that serious 
cumulative mistakes were made which 
subsequent well-directed efforts could 
not redress, and both these companies 
Nassed out of an independent existence 
fortinately without any breach of their 


egal obligations to their policvholders. 
A very bad impression had, however, 
been created by both companies due to 
string 


ent and misunderstood regulations. 
and to the fact that the bonuses paid 
on maturing policies were only trifling as 
compared with original promises. 
Need Competent Administrators 
There is no form of enterprise, finan- 
cial or otherwise, that depends so much 
for its success on strict integrity, a keen 
Sense of responsibility and general abil- 
' Ity In the administration of public funds, 

esides highly specialized knowledge and 
Practical experience. The need for men 
of this tvpe will eventually produce them, 

ut in the meantime, and owing to the 
absence of any restrictive legislation such 
a8 in other countries controls all those 
handling trust or public funds, several 
Chinese life insurance companies have 
een started by irresponsible persons 
Possessing none of these qualifications 
or the important posts to which they 
appointed themselves. In some instances 


there can be little doubt that the pro- 
moters were actuated by no higher mo- 
tive than the expectation of making 
quick and easy money for themselves 
with an utter indifference to the sanctity 
and safeguarding of the policyholders’ 
funds described by Judge Bourne in an 
insurance case, tried in Shanghai, as rep- 
resenting the “blood and brains of the 
people.” 

Mr. Hughes further says that the mor- 
tality experience of the China Mutual 
and Shanghai Life Insurance Companies 
covering a period of about twenty years 
was actuarially tabulated, but never pub- 


lished. The only impression to be gained - 


is that any company dealing exclusively 
in Chinese lives will experience an av- 
erage death loss of at least 15 to 18 per 
1,000 from the start. 

Amusing Letter 

There is great difficulty in getting 
qualified medical examiners. 

Mr. Hughes quotes an amusing inci- 
dent of a letter written by the Chinese 
agent of a company to his head office 
discussing a missionary doctor who had 
been hired,.among other things, to give 
medical examinations. The letter fol- 
lows: 

“Being two years with the Comnanv, 
T have discovered the following difficul- 
ties: 

“Cases have often been lost through 
the delay of the doctor’s attendance, es- 
pecially when the applicants are visitors 
to the place. Some can be recovered and 
some go on for ever. To ask a doctor 
from Shanghai is very inconvenient. 
There is Dr. Taylor, Jr., but he takes 
pride in being a strictly temperate and re- 
ligious man and hates all forms of de- 
bauchery and extravagance. His sublime 
solemnity and high sanctitv often morti- 
fies some of my friends; instead of be- 
ing a help, he vexes them. Moreover. 
he is only at leisure from 4 to 5, and 
has often refused to make the examina- 
tion.” 





ADDED TO COMMITTEE 
Frank H. Davis Adds Several More 


Insurance Men In Drive for National 
Farm School Expansion Project 


Frank H. Davis, vice-president of the 
Equitable Society, and chairman of the 
Insurance Committee of the National 
Farm School Expansion project, said on 
May 27 at his second luncheon to a group 
of insurance men, that the National 
Farm School, near Philadelphia, is the 
most constructive present éffort toward 
counteracting the drift from the farm to 
the citv. 

Mr. Davis announced the following ad- 
ditions to the insurance committee of the 
Farm School drive: Samuel Brendwein, 
Ben Davis. A. A. Harris. H. A. Harris, 
Harris Mindlin, Tomes Rubens, Albert 
Sania. Tames W. Tice. T. J. Wilson, Kal- 
man Weiller, Ansel Worms. The com- 
mittee, consisting of 22 of the leading in- 
surance men, is pledged to a quota of 
$100,000 in the $1,200,000 New York City 
camnaion. The sum sought nationally is 
$5,000,000. 








RUSSIAN LIFE INSURANCE 


Life insurance in Russia commenced 
with the granting in 1835 of a twenty- 
vears monopoly to the Jisn Insurance 
Company. In 1868 the St. Petersburg 
was founded, in 1872 the Jakor and in 
1881 the Rossia. Development at first 
was slow. but became more active during 
the eighties of last century, largely due 
to the efforts of some foreign offices 
that opened in the country. In 1892 the 
Zabotliwoct was started, in 1901 the life 
branch of the First Russian Company 
and in 1908 the Salamandra. Attempts 
to organize.mutual offices were not very 
srecessful, but there were two state in- 
stitutions, the Imperial Savings Fund 
and the Railway Pension Fund. 





EXTENDS IT SERVICE 
The Keane Patterson Agency of the 
Massachusetts Mutual Life has extended 
its service on Long Island to Montauk 
Point. The headquarters is at Patchogue. 


ISSUES NEW POLICIES 





Contracts of Guarantee Fund Life In- 
clude Groups of Term Policies, Ac- 
cumulated Endowment at Age 
65 and Others 

A flock of new policies has been issued 
by ‘the Guarantee Fund Life of Omaha. 
They are briefly summarized as follows: 

1. A group of six term policies cover- 
ing 5, 10, 15, 20, 25 and 30 years. They 
are convertible and non-renewable. The 
five year term can be converted to the 
ordinary life during the first three years; 
ten year term can be converted during 
the first seven years; and so on. 

E An accumulation endowment at age 
65. 

3. A decreasing premium twenty year 
accumulation policy. 

A single premium term policy. The 
last two forms contain new and different 
features. 

5. A preferred risk policy with a mini- 
mum coverage of $5,000. This will be 
issued only to those engaged in preferred 
occupations. The rate for $5,000 at age 
30 is $70.50 and at age 40 is $103.15. 

6. A modified ordinary life policy. 
Under this form the premium for the 
first five years is one half of the amount 
after that period. After the payment of 
the sixth premium the policy has ex- 
tended and paid up insurance features. 





C. E. HOOPER’S ARTICLE 
“Creating the Proper Viewpoint,” an 
article by Charles E. Hooper of the New- 
ark agencv of the Massachusetts Mutual, 
is featured in that company’s house or- 

gan, the “Radiator,” current issue. 
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SALES HELPS 


Lack of Knowledge is 
Costly. 

We Specialize in Life 
Insurance. 

Let Supervisors of 
Long Field Experi- 
ence help you with- 
out Cost. 


THE WILLARD REGAN 


AGENCY 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
100 East 42nd St., New York 
Telephone: Ashland 5454-5 




















SALARY LIMIT BILL 

Domestic life insurance companies 
would be forced to limit salaries of all 
officers to $35,000 a year under the 
terms of a bill introduced in the Wis- 
consin assembly by the committee on 
municipalities on Friday. 

The bill provides that “no domestic 
life insurance company transacting a mu- 
tual or participating business shall in- 
cur or expend in any one year for any 
salary, compensation or emolument to 
any officer, trustee, director or salaried 
employe any sum in excess of $35,000.” 








Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


opment of new agents. 


Founded 1865 














105-107 Fifth Avenue 


ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 


Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 


HOME OFFICE 


New York City 











FIRM as the 





RUGGED COAST of MAINE 


| Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,’ whether as Agent or Applicant. 


| UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
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SERIA SARE 








The Safeguarding Of 
An American Home 


INSURANCE THE SALVATION 





Alice Lakey Tells Women’s Clubs at 
Convention They Should Study Sit- 


uation to Protect Future 





At the luncheon of the biennial coun- 
cil meeting of the General Federation of 
Women’s Clubs which was held last 
Wednesday at Grand Rapids, Mich. 
Miss Alice Lakey, insurance editor and 
specialist, gave an inspiring address on 
“Safeguarding the American Home.” 

She pointed out the fact that there 
were three million widows in this coun- 
try over 65 years of age and that more 
than 90% of these widows lacked the 
comforts of life and actual necessities of 
life. It is easy to spend. Hard to save. 
The only way by which the average 
breadwinner can go to bed at night with 
an casy conscience is by safeguarding 
his home by insurance in its various 
forms, life, fire, liability, etc., she said 

What Insurance Can Do 

In speaking of what insurance can do 
she said in part: “It goes without say- 
ing that your house must be _ insured 
against fire. Fully 82% of our burnable 
property is thus insured. If just here I 
might pause for a moment and ask your 
help in cutting down the appalling an- 
nual loss through our fires, fires that de 
destroyed over 500,000,000 dollars worth 
of property last year, it is time well 
spent. The larger part of this financial 
loss was in the home, caused by matches 
and smoking. You can help in lower- 
ing this awful waste through fire. 

“There is little need to call your atten- 
tion to accident insurance. The deaths 
from accidents are five times as great as 


for those from natural causes. Between 
the ages of 20 and 60 one death out of 
every eight is due to accidents. Every 


thirty-five minutes some one is killed by 
a motor; 5,000 children killed a year by 
motors. 

“The 
insurance 
workmen’s compensation, 
burglary, rain, 


home should be safeguarded by 
against other risks: explosion, 
tornado, theft, 
are some of the forms to 
be considered. There is danger in a 
home where the hot water boiler is at- 
tached to the gas. Explosions have oc- 
curred. 
Value of Life Insurance 

“When we come to life insurance,” 
said Miss Lakey, “there are few things 
that may not be safeguarded. The father 
may provide an income for his family 
in the event of his death or for him- 
self in case of total disability before he 
reached the age of 60 or 65 when he may 
arrange for a steady monthly income to 
begin. The business woman can be pro- 
tected in the same way. Women in busi- 
ness can throw the safeguards around 
themselves as men can. Many wealthy 
men and women are taking out heavy 
insurance policies to provide funds to 
meet state and federal death and inherit- 
ance taxes. We know that many estates 
have been badly crippled when valuable 
securities have had to be sold to meet 
those death taxes.” 

Insurance Is Thrift 

In closing her address she appealed 
to the women’s clubs and asked them to 
lay particular stress on the study of in- 
surance as it was a form of thrift. “Safe- 


guard every home in this country,” she 
said, “by insurance and when that is 
done we can cease our labors. Until 


that day comes we ask every clubwoman 
throughout this country to carry on the 
insurance educational campaign. Let us 
carry on high the torch that will bring 
light and safety to every American 
home.” 





WRIGHT BRANCH MANAGER 

J. L. Wright has been appointed man- 
ager of the Rochester branch office of 
the Connecticut General. Mr. Wright 
has been agency assistant with the com- 
pany for two and a half years. He was 
at one time connected with the home 
office of the. Travelers. 


.HIS TALK 


Wills Make A Good 
Approach, Says Linton 


IN PHILADELPHIA 








Advises Bringing Prospect Face to Face 
With Trust Officer and Making 
Him An Ally 

“Life Insurance Trusts” has been by 
favorite topic with Vice-President M. 
Linton of the Provident Mutual ‘ite 
and was again the subject of an address 
he delivered in Philadelphia on Pennsyl- 
vania Insurance Day, May 23 

Referring to the subject of will-mak- 
ing Mr. Linton said: 

“One of the best methods of approach 
for a life underwriter is in many in- 
stances a discussion of a man’s will. It 
is surprising how many business men 
have failed to make their will, or if they 
have made one, how frequently it was 
done years ago so that it is now out of 
date. A thorough going analysis of the 
needs of a man’s family will in many in- 
stances uncover the need for additional 
life insurance protection. Bring. the 
prospect face to face with the trust offi- 
cer of the trust company and in many 
instances you have enlisted an ally of 
great power. The trust officer out of his 
wide experience in the administration of 
estates knows the valuable function per- 
formed by life insurance. It is a unique 
function and nothing else can take its 
place. Millions of dollars of life insur- 
ance are being written today upon the 
suggestion of representatives of trust 
companies who speak with authority on 
the subject of estate creation and con- 
servation. 


Trust Talk 


Discussing one phase of life insurance 
trusts Mr. Linton made this statement: 
“Under the life insurance trust ar- 
rangement a wide latitude of discretion 
may be given to the trust company. If 
the child goes to college and remains in 
college, then requisite payments out of 
principal can be made by the trust com- 
pany as they are needed. If the funds 
are not needed for college, the principal 
may be conserved until a later date. 
Again, no one can foresee the cost of 
a college education ten or twenty years 
hence. Those who in pre-war days made 
inflexible arrangements for the college 
education of their chillren who were then 
young, probably have not provided 
enough to meet present day prices. The 
depreciation of the dollar has thrown the 
calculations out of gear. The situation 
could have been adequately met if a 
sufficient amount of insurance had been 
left in the care of a trust company with 
power to use principal in its discretion 
to meet the educational needs as they 
arose. 

“Tt follows, of course, that the life in- 
surance trust arrangement is applicable 


primarily to the more _ substantial 
amounts of insurance, say $20,000 or 
$25,000 and more. For the moderate 


charge which the trust company makes 
for its services, it can hardly be expect- 
ed to undertake careful discretionary 
administration of small sums. For this 
reason the life insurance options are 
likely to be used where the amount is 
limited. Of course, it is better that the 
money should be conserved under an op- 
tion and be paid inflexibly during the 
probable college period, even though the 
child may not go to college, than to have 
it dissipated by unwise investment or 
otherwise shortly after the death of the 
insured.” 





WILL WRITE ENGAGED WOMEN 


The Connecticut General has an- 
nounced that effective April first it will 
consider applications on the lives of 
engaged women. 

The company has also announced that 
it has waived the requirement that mar- 
ried women must have been married two 
vears before they can be considered for 
insurance and has raised the limit for 


which they will be considered to $100,000. 











AMERICAN 
CENTRAL 


LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 














ACACIA MUTUAL LIFE ASSOCIATION 


. -$226,276,746.00 
$ 19,249,884.93 


Insurance in Force December 31, 1926. 


Assets 


dends of the mutual. 


company. 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 


If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 








George Washington Life 


Insurance Company 
Charleston, W. Va. 


presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 
agents. 

The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

Address: 
ERNEST C. MILAIR 
Vice-President and Secretary 











SUCCESSFUL WOMAN WRITER 





Mrs. M. W. Lowe, Missouri State Life, 
Has Written $300,000 of Business 
Since January 
Mrs. M. W. Lowe, who joined the Tul- 
sa, Okla., branch of the Missouri State 
Life January 1, has developed into the 
leading personal producer among the 
wemen agents of the company. ‘In that 
period of time she has written approx- 
imately $300,000 and is ambitious to 
write and pay for $1,000,000 in 1927. 
Previous to joining the Missouri State 
Life organization Mrs. Lowe had no life 
insurance experience. Prior to her mar- 
riage ten years ago she taught school 
in Tulsa. She has been active in poli- 
tics in both city and state for several 
years and has a _ wide acquaintance 
among business, professional and social 
leaders of Tulsa and elsewhere in Okla- 

hcma. 





SPOKANE SCHOOL 


The second of seven one-day schools 
of instruction being conducted by the 
Bankers’ Life company of Des Moines 
Iowa, was held at the Davenport Hotel 
Spokane, Wash., when district managers. 
agents and salesmen of the northwest 
division, numbering about 125 met with 
officers of the home office. 
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THE IDEAL POLICY 
The low initial premiums of the stock company, combined with the divi- 
A privilege a Master Mason cannot find elsewhere. 


ACACIA agents place more insurance per capita than agents of any other 








GREATEST 
ILLINOIS 


COM PANY 


ANTS GOOD MEN 


ILL PAY THEM WEL 
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Digging Up Tips For 
Leads and Production 


The sales service bureau of the Louis 
F, Paret agency, Camden, N. J., has at- 
tracted so much attention among insur- 
ance agents of all kinds, both Industrial 
and Ordinary, that many of them have 
gone to that city to make a study of the 
way in which it operates. It started in 
1921. 

At the beginning of 1926 this bureau, 
because of its extensive operations in 
field work, became known as the de- 
partment of sales promotion. The ob- 
jectives of the work of ,this department 
can be set down as follows: 


1. To give to the new agent an im- 
mediate working basis of leads. This 
plan removes from his mind the difficul- 
ties of “cold canvass,” or at least puts 
such “cold canvass” in the realm of sup- 
plementary work. 

2. To give to the already launched 
agent the reinforcement which he neces- 
sarily needs from time to time, and also 
to give him the benefit of promising 
leads coming to the agency’s attention 
—leads which, otherwise, he might not 
have an opportunity to secure. 

3. To foster a closer relationship be- 
tween agency and agent, between agent 
and policyholder, and between policy- 
holder and company, through definite 
service extended and co-operation given. 

4. To develop in the minds of the 
agents a keen appreciation of the pro- 
fessional aspect of the life insurance 
business, and, toward that end, to build 
up for each agent a clientele worthy of 
the name. 

5. To help place an agent’s work on 
an engineering basis, thus insuring his 
personal success, financially and devel- 
opmentally, 


ante 


The underlying idea in our sales pro- 
motion work is that an agent’s greatest 
profit lies in time spent in the field and 
that every help which is given to him, 
thereby relieving him of detail desk 
work, is a step toward the conservation 
of his energy and time, and accordingly, 
a step towards his greater development. 
With this as the fundamental of the 
work, the department aims to cover in 
its Operations every phase of prospect 
work, policyholder work, and_ service 
Work \hich can be of any value to an 
agent. 

The department stands ready to sup- 
ply the new agents with that quality and 
quantity of leads which in justice to 
themselves and their work, they can ab- 
sorb. Every effort is made toward a 
Scientific selection and distribution of 
leads so that the lead is fitted to the 
agent at his particular stage of develop- 
ment. 

_ We do not aim by this lead-furnish- 
Mg process to make the agent a spine- 
less, dependent individual, unable or un- 
willing to unearth prospects of his own. 

n fact, we urge to the point of insis- 
tence that an agent supplement our leads 
with his own. Experience has proved, 
however, that there is a psychological 
effect from the furnishing of leads. An 
aent may not have to draw upon the 
Supply, but the knowledge that there is 
4 supply ready for his call—a supply 
‘treated for his special benefit, which he 
fan take with no apologies—is a rein- 
rcement which has meant a very great 
fal to the novice and veteran. 
€ lead reservoir, comprising thou- 
ae of names grouped under five files, 
a Part of the lead system. These files 

€: Alphabetical, topical, geograph- 








ical, agents’ and chronological. The last 
mentioned file is used in connection with 
the automatic operation of the direct 
mail campaign. 


Approach Proof 


Our idea in keeping up these five files 
is to make our lead reservoir “approach 
proof.” In other words, our desire is 
to be able to supply an agent. with lead 
material which he may request from any 
particular angle, whether it be profes- 
sion, interests, locality or any other clas- 
sification. When a lead is given out, 
all possible information is included. For 
instance, we list the club affiliations of 
the man, his interests, occupation, age if 
possible, in fact all information that may 
be of any help whatsoever from an in- 
surance angle. In the building up of our 
lead reservoir we used as a nucleus mem- 
bership lists of the civic, commercial, 
educational, agricultural, professional, 
manufacturing and other organizations of 
New Jersey. Into this we feed constant- 
ly leads from all the accepted lead 
sources—newspapers, trade magazines, 
club lists, classified lists, etc. 

The topical file gives us a basis for 
campaigns, personal and mail, among 
particular professions or groups. . The 
geographic file enables us to know the 
extent of prospect operations in any par- 
ticular locality. 

The agents’ file gives us a handy in- 
dex of the status of every agent’s pros- 
pect work. A report on every lead as- 
signed is an invariable rule of the de- 
partment. 

A form of department service of in- 
estimable value is the preparation of 
written propositions. We stand ready 
to prepare, on short notice, a proposition 
on any kind of insurance contract for 
any agent requesting it. This proposi- 
tion is prepared in attractive, personal 
style and contains facts pertinent to the 
particular prospect, and a quotation of 
rates suited to the proposed plan. The 
reactions we have received from these 
written propositions have convinced us, 
beyond a doubt, that they justify them- 
selves and are of value to the agent. 
The entire work of proposition prep- 
aration—the composition of the text, 
the figuring of rates, the suggestion of 
plan, if desired—is done by the Sales 
Promotion Department. 


Business Agreements 


Without cost to the agent or the pros- 
pect, business agreements are specially 
prepared for submission in connection 
with business insurance propositions. 
These add materially to the effective- 
ness of a business insurance appeal. 


Insurance Programs 

Carefully planned insurance programs 
are worked out for the agent to present 
to his prospects. These insurance pro- 
grams link up definitely with the idea 
of insurance service by insurance ad- 
visers which is the dominent note of 
present-day insurance training. The de- 
partment will help the agent diagnose 
the case, Budget the prospect’s income— 
in a word, prescribe adequately for his 
life needs. Through the Department of 
Sales Promotion we are attempting to 
render every possible service which will 
help an agent, novice or veteran, to rec- 
ognize, through actual help and constant 
training, and to capitalize through effi- 
cient, unique service, life insurance 
prospects in the very real sense of that 
term. 


Policyholders 


Work on policyholders is conducted 
on as intensive a plan as work on pros- 
pects before they become policyholders. 
Policyholders are classified alphabeti- 
cally, topically and geographicallv as well 
as by policy number. Birthday lists and 
change-of-rate lists are prepared month- 
ly for agents so that they will be kept 
regularly acquainted with any insurance 








opportunities which may lie in these 
particular contacts. 

A history of each maturing endow- 
ment is prepared and sent to the policy- 
holder and to the agent. Very close 
supervision is given by the department 
to term business, loans, paid-up policies, 
limited payments completed, policyhold- 
ers moved into the territory; in fact, to 
every phase of contact that may afford 
even the slightest service to policyhold- 
er and insurance possibility for the 
agent. 


Record of Cases Written 

Every case written in the agency is 
checked and thereby an accurate record 
is kept of the results accruing from 
every type of service work. These rec- 
ords enable us to have a factual basis 
for knowing that our service efforts are 
being channeled in profitable directions. 
Our records for every year since the in- 
ception of the service work, and our 
present 1926 record to date make us 
able to state conservatively that the 
agencys’ business is increased each year 
from 25 per cent. to 30 per cent., due 
to the operation of the Department of 
Sales Promotion. 


Engineering Basis of Work 

The fifth objective of our service work 
—helping to place an agent’s effort on 
an engineering basis—is worthy of much 
comment. We try to impress our agents 
with the fact that if they are to be suc- 
cessful they must place their work on 
an engineering basis. We tell them that 
this means not merely a question of 
bringing in applications, but rather one 
of analyzing the time and the energy 
expended on that application, or those 
applications, in relation to the same 
amount of time and energy spent on 
other work, with financial returns the 


acid test. With the end in view of 
showing an agent not his results only, 
but rather his results in relation to his 
efforts, we prepare a Quarterly Synop- 
sis, which becomes a kind of mirror for 
each agent. This synopsis is based on 
the report of calls and interviews handed 
in by agents, combined with a study 
which we make of his results. We show 
an agent his financial return for each 
call he has made; for each interview, 
and for each sale. We show him the 
number of calls he makes per interview, 
and the number of interviews per. sale. 
We show him what percentage of busi- 
ness he closed on first interview, on sec- 
ond interview, on third interview, and 
on fourth interview, and subsequent in- 
terviews. Our idea in this last men- 
tioned work is to have each agent arrive 
at a sense of value of the time that he 
is spending on each phase of his field 
endeavors. For instance, if a study re- 
veals the fact that he is spending 50 per 
cent. of time on effort netting only 7 
per cent. returns, he will revamp his 
work accordingly and thereby increase 
his returns. 

The basic idea in our work of agent 
stimulation and sales promotion is that 
an agent has selected a profession, and 
has selected it not for a day, a week, 
a month, or a year, but for the span 
of his working life. We feel that at 
every turn we should impress him with 
the dignity and the opportunity of his 
profession and help him to plant and 
cutlivate that seed from which springs 
success in every profession—a cordial, 
responsive, worth-while clientele. We 
have one slogan in our sales promotion 
work to which we try to live up with 
every agent: “We aim to help him make 
life insurance sales and make life in- 
surance serve.” 
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THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, 


Incorporated 1882 


Issues all modern forms of Life nr including Industrial, Ordinary 
roup 


J. C. MAGINNIS, President 


MARYLAND 














THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, President 














Industrial Life Insurance— 


Ordinary Life Policies— 


The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 


All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low 


Cost. 





Give Agents Unusual Money- Making Opportunities 





Geo. T. Smith, Vice-President E. J. Hepp 


Officers 


hei C. Wise, Treasurer 





Chas. F. Nettleship, 2nd_ Vice-President 


Home Office—Jersey City, N. J. 


, President E. 
S. R. Drown, Secretary 














back of every door bell. Policies 
and industrial plans from birth 














THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 
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are issued on both the ordinary 
to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 


THERE IS NO COMPANY LIKE THE HOME 


Independence Square 


Philadelphia, Penna. 


Interested in Replies from Pennsylvania and Delaware. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
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AN IMPORTANT ANNOUNCEMENT 
BY THE NORTHWESTERN 
NATIONAL 
The announcement elsewhere in this 
‘paper that the Northwestern National 
will issue non-participating as well as 
participating policies; that the company 
will issue $1,100,000 capital stock for the 
protection of non-participating business; 
and that is to use the American Men Mor- 
tality Table as soon as legally possible 
in the states where it operates will at- 
tract wide attention, because of the prog- 
ress and enterprise of this company and 
of the high standing which President 
O. J. Arnold occupies in the opinion of 
the insurance fraternity. Mr. Arnold 
has not been president long but he soon 
showed after taking the helm that he is 

a man of forceful ideas and of action. 

The Northwestern National is fortu- 
nate in having an exceptional board of 
directors, these including foremost men 
in the Northwest territory. Some of 
those who have been on the board for 
twenty years, and who have served on 
the company’s executive committee 
throughout that period, include the presi- 
dent of the Soo Line Railroad, the presi- 
dent of the Northwestern National Bank, 
the chairman of the executive committee 
of the First National Bank of Minneap- 
olis, and men of similar standing. This 
executive committee has met once a week 
for years, and even more frequently when 
required. It keeps in touch with the 
affairs of the company at all times. 

When Mr, Arnold began working on 
the new plans the board co-operated 
most sympathetically, and especial care 
was taken to preserve the rights of the 
mutual policyholders. The board’s aim 
was to see that in no respect would the 
position of the mutual policyholders be 
any different than if the company had 
continued as a mutual company. These 
rights are described in the news story 
in this edition. 

The Northwestern National has ad- 
mitted assets of $25,000,000, and its total 
income last year was nearly $8,000,000. 
It wrote more than $50,000,000 last year 
and has at the present time about $250,- 
000,000 of insurance in force. The com- 
pany was incorporated in 1885 and in 


1901 began doing business on the legal 
reserve plan. It is reasonable to ex- 
pect that a marked impetus will be given 
its new business by reason of the en- 
larged facilities which are to be extended 
to the company’s agency organization. 

The announcement of the prospective 
adoption of the American Men Table will 
particularly interest the actuaries of Am- 
erica in view of the agitation on that 
subject since the delivery of the views 
of Actuary Corcoran of the Connecti- 
cut Department who favors the Ameri- 
can Men Table. Since that time it has 
been reported that at least two of the 
leading companies of the country were 
seriously considering using the Ameri- 
can Men Table; but the Northwestern 
National is the first important company 
to come out flat-footedly with a state- 
men that it will adopt the table where 
the states permit, and as soon as pos- 
sible. 

Two states have O.K.’d the American 
Men Mortality Table and another state 
is on the verge of endorsing it. 





FAIR TREATMENT OF A BAD 
SITUATION 

“The National Insurance Journal,” or- 
gan of the reciprocals and exchanges, is 
handling the complicated Illinois De- 
partmental situation with a commendable 
fairness, not trying to feature unduly the 
news of the two stock companies which 
have failed or to minimize the impor- 
tance of the failure of the Bull Dog 
Auto Insurance Association, which was 
located at Washington, IIl., and which 
operated on the reciprocal plan. Fur- 
thermore, that paper denies that the re- 
ciprocal companies are opposing the pro- 
posed new law applicable to all forms of 
Lloyd’s insurance except life insurance. 

In discussing the deplorable failures in 
Illinois it says: “No charge of dishon- 
esty or mismanagement can be made 
against the officers of any of the organi- 
zations. It was simply heavy losses un- 
leoked for which could not be met ex- 
cept by levying additional assessments 
upon stockholders or policyholders. This 
the management of the three institutions 
which failed decided would not be advis- 
able but preferred to liquidate, pay the 
losses and retire from business.” 

Furthermore, it says: 

The National Insurance Journal will 
treat all systems of insurance fairly, 
knowing full well that the failure of any 
insurance organization hurts all systems 
and causes to some extent the insurance 
buying public to lose faith in either sys- 
tem. This should not be, and can be 
avoided if all systems will be broad 
minded enough not to claim that their 
system is the only infallible one. 

If there is any state in the union which 


needs a reform in insurance supervision 
it is Illinois and from all appearances 
that reform is sure to come. 





AUTO CONFERENCE MEETS 


The semi-annual meeting last week in 
New York of the National Automobile 
Underwriters’ Conference was reported 
as harmonious and without the fireworks 
that occasionally light up gatherings of 
automobile underwriting executives. Con- 
sideration was given, among other things, 
to the plan of the Conference to en- 
large the work and scope of the theft 
bureau. The single interest policy pro- 
posal for finance accounts is still being 
considered by the special committee 
studying that matter. 





esr nanas 











es 
emandl 





The Human Side of Insurance 








Left To Right: J. M. Branham, Rogers 








Caldwell, E. J. Heitzeberg, Col. Luke Lea 








Rogers Caldwell, director in the Mis- 
souri State Life, and having other exten- 
sive insurance interests, and one of the 
leading financiers in the South, has again 
figured in an important financial transac- 
tion, this time as one of a group of men 
purchasing the “Memphis Commercial 
Appeal.” The group of owners of the 
paper is shown at the top of this col- 
umn and reading from left to right these 
men are John M. Branham, Chicago ad- 
vertising man; Mr. Caldwell; E. J. 
Heitzeberg, Nashville associate of Mr. 
Caldwell; and Col. Luke, Nashville pub- 
lisher. The Memphis newspaper was 
purchased for $3,612,000. The Eastern 
Underwriter is indebted to “Editor and 
Publisher” for permission to reproduce 
this photograph. 
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George R. White, who has been asso- 
ciated with the Penn Mutual for nearly 
thirty years, as assistant actuary from 
November, 1907, to January, 1924, and 
associate actuary since that time, and 
has been elected actuary, as successor 
to J. Burnett Gibb, who resigned by rea- 
son of impaired health, is a Philadel- 
phian, born in 1878, his parents having 
been Captain George B. White, U.S. N., 
and Caroline Huddell White. He re- 
ceived his education at Germantown 
Academy, whence he graduated in 1895. 
This is his honorable Penn Mutual pedi- 
gree: General office boy, November, 
1897; Actuary’s department, January, 
1898; assistant Actuary, November, 1907; 
associate Actuary, January, 1924; Actu- 
ary, May, 1927. He is a member of va- 
rious clubs, and is addicted to cricket, 
tennis, squash racquets, golf, and other 


sports. 
* * * 


Mr. and Mrs. M. E. O’Brien of Detroit 
on May 21 sailed for Europe. They will 
be away for approximately two months 
and will visit various cities in England, 
France, Belgium, Switzerland, Germany 
and Ireland, returning to Detroit in the 
latter part of July. Mr. O’Brien is presi- 
dent of the Detroit Life. 

ay he. 


George D. Markham, head of the W. 
H. Markham & Company, general insur- 
ance agents, on May 25 was unanimous- 
ly re-elected an active vice-president of 
the St. Louis Symphony Orchestra. Mr. 
Markham was also chairman of the 
meeting at which the annual election was 
held. For many years he has been 
prominent in the affairs of the organiza- 
tion. Annually he is a generous contrib- 
utor to the large fund needed to make 
up the deficit in the upkeep of the or- 
chestra which is not self-sustaining. 





A PUN ON LINDBERGH’S PLANE 


At the opening session of the Life In- 
surance Sales Research Bureau in St. 


Louis last week Hillsman Taylor, vice- 
president of the Missouri State Life in 
his address of welcome, concluded his 
talk by saying that he would give the 
visitors The Spirit of St. Louis but Cap- 
tain Lindbergh had taken it to France. 


William E. Stewart, vice-president of 
the American of Newark, will leave July 
1 for a stay of a month in Alaska. Mr. 
Stewart has traveled extensively in this 
country and after his stay in Alaska he 
will have visited practically every part 
of the Union. 

* * * 

George L. Radcliffe, first vice-presi- 
dent, Fidelity & Deposit, and president, 
American Bonding, is now in Europe 
where he is engaged in making an in- 
vestigation of pardons, paroles and the 
treatment of criminals in penal institu- 
tions. This is in line with Mr. Radcliffe’s 
recent appointment by Frank O. Low- 
den, former governor of Illinois, to serve 
on a committee having this matter in 
charge. Among other activities outside 
of his executive insurance duties, Mr. 
Radcliffe is president of the Walter 
Hines Page School of international re- 
lations and is one of its founders. He 
has also the honor of having charge of 
the inauguration ceremonies of Governor 
Ritchie of Maryland during the last two 
times he has taken oath of office. 

e ene 

Leo E. Thieman, of the Casualty In- 
formation Clearing House, delivered an 
effective address on “Selling Prejudice 
Instead of Protection” last week before 
the Irving Park Lions Club, Chicago. 
Mr. Thieman summed up his talk by 
saying: “Casualty insurance is one prod- 
uct which cannot safely be purchased 
at the seller’s loss and, as a consequence, 
the companies must have adequate rates 
—and adequate rates presuppose. ade- 
quate reserves without which an insur- 
ance policy is the sheerest of gestures. 

ee ore ; 

Rexford Crewe, resident manager of 
the Standard Accident in New York, as- 
sociated with Vice-President Eugene F. 
Hord, returned from his honeymoon this 
week which was spent in Bermuda. Mr. 
Crewe married Miss Gloria F. Gill of 
East Orange, N. J., on May 12 at the 
Park Lane Hotel, New om city. 


William J. Graham, second vice-pres 
dent of the Equitable Life Assurance 
Society, and Mrs. Graham will sail for 
Europe on “La France” next week. 
While abroad Mr. Graham will attend 
the congress of actuaries in London. 


William B. Joyce, chairman o! the 
board of the National Surety, has b ought 
a suite of ten rooms in the building 4 
1020 Fifth avenue, a co-operative apart 
ment house recently completed at the 
corner of 83rd street, New York city. 


W._J. Graves, industrial engineer of 
the Michigan Mutual Liability, has 2n a 
ticle in the current issue of the “ ; 
tional Safety News” on the subject ° 
“Removing Air Contamination 4 
Source.” 

ae ee 


E. E. Cammack, vice-president of the 
Aetna Life, is in Europe. He will at 
tend the International Congress of Act 
aries. 
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What C. H. Remington Is Doing 

To answer the question frequently 
heard as to what is now engaging the 
attention of Charles H. Remington, who 
was vice-president of the Aetna Life and 
the Automobile Insurance Co., and who 
ran the Automobile, Mr. Remington is 
living in New York; has a close associa- 
tion with the General Motors and the 
Chase National Bank; and is also under- 
stood to have control of the United 
States rights of a gear shift proposition. 

Re 


Van Lear Black To Fly To Dutch 
East Indies 


Van Lear Black, the man who has the 
stock control of the Fidelity & Deposit, 
who owns the Baltimore “Sun” and who 


is sometimes called “The J. P. Morgan 
of Baltimore,” has been living in London 
for a time; and it is announced that on 
June 11 he will leave that city (Croy- 
don air field) for a flying trip to Java 
in the Dutch East Indies. He will make 
the journey in a Dutch airplane with a 
Dutch pilot and a reserve pilot. 
a a 


Actuarial Congress In London Not 
To Be “Contaminated” 


I was considerably amused the other 
day to learn that the International Con- 
gress of Actuaries which meets in Lon- 


don this Summer and whose sessions are 
to be attended by as many American 
and Canadian actuaries as can negotiate 
the trip intends to “highhat” the British 
or American journalists when they ap- 
pear at the Congress ready to report its 
sessions. In brief, they are not going 
to be permitted to sit at the sessions 
but, through the secretariat of the Con- 
gress, addresses and such other material 
as is wanted to be made public will be 
handed to the newspaper fraternity by a 
Press agent. 

When I first heard of this I did not 
know whether the journalists assigned to 
the Congress should grow indignant or 
Congritulate themselves that they get 
the whole works” without going through 
the interminable boredom of what these 
Sessions will probably prove to a lay- 
man. Just why the world’s great actu- 
aries should be so exclusive in this age 
When star chamber sessions have gotten 
to such bad repute in diplomacy, world 
politics and big business is quite beyond 
me. ! cannot believe that the actuaries 
have anything they want to conceal. Pos 
sibly they feel that the gathering will 
take on more dignity if the door is 
locked. 

Thope that the British newspaper men 
Will make a considerable fuss about this 
locked door, especially those connected 
with insurance journals; and will stage 
4 vigorous fight to get in even if they 
ave to sit for hours and suffer when 
Victorious. It will be recalled that the 
Peace Conference thought it could meet 
mM camera when Woodrow Wilson, 

Oyd George, Clemenceau and _ the 
other international figures of the world 








war gathered for the first time at Paris. 
The American newspaper men put up 
such a hard fight that they were finally 
admitted, but after the first day, satis- 
fied with their recognition, began to 
drift away and amuse themselves else- 
where. 

And these comments bring to my mind 
that the Actuarial Society of America is 
itself an organization which bars re- 
porters although the papers read and the 
discussion are made public. I have never 
found out why reporters are not ad- 
mitted unless it is that some might feel 
that their presence would cramp the dis- 
cussion. Knowing actuaries, however, it 
would take more than a couple of re- 
porters in the front row to keep them 
from telling what is on their mind. 

* 


Barry’s Experience With Two Doormen 

One of the best stories which that 
prince of story tellers, James Victor 
Barry, tells is that he has been barred 
from the sessions of ‘two of the leading 
insurance organizations of America, the 
Actuarial Society of America and the 
National Association of Life Under- 


writers. Mr. Barry had come to a con- 
vention of the actuaries at the Astor to 
see some friends and, noting Arthur 
Hunter, actuary of the New York Life, 
talking he started to wander in, only to 
be barred. Some one had given Hunt- 
et’s talk to the evening newspapers and 
in reaching the lobby Mr. Barry read a 
column about it. The subject discussed 
was tuberculosis which probably the 
doorman thought comes under the head- 
ing of confidential information. 

The blackballing of Mr. Barry at the 
life underwriters was at Atlantic City 
last Summer when the convention met 
on the Steel Pier and was but sparsely 
attended. Nevertheless, a man in uni- 
form stood at the door and wouldn’t ad- 
mit any one without a badge. Some one 
was telling why all the world should 
carry insurance which type of talk this 
cop thought should be buried in the as- 
sociation’s secret archives and was for 
the ear of delegates alone. 

Mr. Barry intends to see the Lind- 
bergh parade later this month when that 
young man arrives from Europe if the 
police and aviators do not compel him to 
wear a badge for the privilege of seeing 
the young hero ride by, 


A Great Address 

Well, the seven or eight conventions 
held last week are only memories now. 
If a vote were taken in the newspaper 
officcs I think that Wilfred Kurth, who 
has just retired as president of the Na- 
tional Board of Fire Underwriters, 
would win first honors for his address 
delivered at the National Board’s meet- 
ing. In my opinion it was easily the 
crowning effort of the week as neither 
lawyer nor banker nor underwriter nor 
merchant nor legislator can pick a flaw 


in it. The address was a thoughtful and 
convincing plea for co-ordination in fire 
insurance where the lid has been off 
Pandora’s box and operating profit has 
been eliminated, the companies depend- 
ing on banking profit to get by. 

The paper of the week which set the 
bees to buzzing was that of Norman 
Moray of the Hartford A. & I, deliv- 
ered before fire agents at Syracuse and 
in which he said something to the ef- 
fect that the laborer was not only 
worthy of his hire but should himself 
make the remuneration appraisal. The 
laborer in this case is the agent. 

The exact phraseology used by Mr. 
Moray will be found in the casualty sec- 
tion of this newspaper. The executives 
of other companies did not care for Mr. 
Moray’s address at Syracuse. The agents 
thought- it was good stuff. 

What particularly impresses me is 
the frankness with which casualty men 
talk. They are apt to cut loose any 
time. It’s a business where there are 
not only a lot of developments but more 
controversies than in other divisions and, 
yet, curious anomaly, there is more mix- 
ing and companionship between casualty 
executives than any other kind. 

eg” % 


The Ad Conference In Hartford 
The Insurance Advertising Conference 
had a crowd at its convention in Hart- 
ford last week. The peace of mind of 
those who run this organization is 
shaken by the fact that the Conference 
is under the handicap of being the most 


thoroughly “covered” event in the insur- 
ance business inasmuch as some journals 
send a flock of reporters to lift the 
blanket of every session and committee 
meeting. A happening at an Insurance 
Advertising Conference is as confidential 
as the front page of a morning paper. 

The big problem of the Conference is 
and always has been how to get away 
from goulash programs, the serving of 
life, fire and casualty stews when each 
diner prefers but one of such dishes. My 
suggestions would be to give more space 
on the main meeting programs to out- 
siders, while the members of the con- 
ference can do most of their talking at 
group meetings. The outsiders would be 
the men who have interested them most 
in the preceding twelve months. Just 
as a sample: 

The editor or the business manager of 
“Printers’ Ink”; the highest priced com- 
mercial artist in America; the represen- 
tative of the agency which prepares the 
advertising copy of the Metropolitan 
Life used in magazines of national cir- 
culation; someone who has something to 
do with the success of the radio, either 
M. H. Aylesworth or one of his assis- 
tants; the biggest user. of the direct mail 
in the world; the leading managing edi- 
tor of the daily paper of the town where 
the convention is held. 

‘ * * * 

The “Best Ad” Contest 

As long as I am giving gratuitous sug- 
gestions to the Insurance Advertising 
Conference I would like to make a rec- 
ommendation relative to the “Rough 
Notes” contest of prizes for the adver- 
tising by insurance companies in trade 
papers. Instead of having a committee 
of three men pick out its choice for 
winners I would have the convention it- 
self decide the winners. The advertise- 
ments are exhibited at the convention 
anyway; they are seen by all the dele- 
gates; and every company present would 
have a vote but only a vote. Thus, if 
five men represented one company or 
companies affiliated each would be en- 
titled to a fifth of one vote. 

All members could vote whether they 
represented insurance companies, news- 
papers or what not because if they don’t 
know a good insurance ad when they see 
it they are not properly qualified to 
helong to the Insurance Advertising Con- 
ference. 

Suet sitet 
Sumner Ballard’s Dinner 


The most enjoyable event of the week 
was the dinner Sumner Ballard gave in 


his six-story home off Fifth avenue in 
New York, attended by more than 160 
guests, all men. It is the affair which 
Mr. Ballard pulls off annually on the 
night of the day when the National 
Board of Fire Underwriters has its an- 
nual meeting. The guests gathered at 
7:30 and at 1 o’clock in the morning 
the orchestra played “Auld Lang Syne,” 
or they’d have been there until day- 
break. What more is needed to prove 
that here we have the ideal host and 
the perfect party? 

_Just how Ballard gathers his celebri- 
ties I don’t know. He doesn’t have to 
throw any Will Rogers lariat because 
everyone who is invited and can be in 
New York on the dinner date comes. 

While most of the guests were high 
fire insurance executives I noticed a 
judge (Phoenix Ingraham), a trust com- 
pany president (James G. Blaine), the 
owner of a chain of hotels (David H. 
Knott), the president of a life insurance 
company (George B. Cochran of the Pa- 
cific Mutual), the chairman of a surety 
company (William B. Joyce), the dis- 
trict attorney (Mr. Banton), two United 
States Senators, a lawyer (Hartwell Ca- 
bell), a Southern Insurance Commission- 
er (Joe Button of Virginia), the leader 
of Tammany (Judge Olvany), a Repub- 
lican leader (Charles D. Hilles), a pair 
of newspaper publishers (Bernard and 
Joe Ridder) and so on for a column or 
more if I had the space. 

Some of these men have their .choice 
of dinners every night, but they went to 
Ballard’s because it meant an evening 
of keenest enjoyment. Incidentally, 
Superintendent Beha made a very clever 
talk at the dinner. 

* * * 
Anglers Sisley and Chinnock 

That Edward J. Sisley and Frank D. 
Chinnock of the Travelers are ardent 
fishermen and sportsmen was demon- 
strated recently when they staged a fly- 
casting tournament at Moosehead, Me., 
which was attended by between. thirty 
and forty devotees of the fishing sport. 
It was the first contest of its kind ever 
held in the state of Maine and they hope 
to make it an annual event. Announce- 
ments of the contest were posted at the 
various railroad stations and sporting 
camps throughout Maine. 

The winner of the distance casting was 
A. J. Wilson, of Moosehead, Me., with 
an average of 74 feet and a high of 77 
feet. 

Second place was won by Dr. W. H. 
Thayer of New Bedford, Mass., who av- 
eraged 73 fect with a high of 75 feet. 
Dr. Thayer was also second in the Na- 
tianal Tournament which took place at 
Orlando, Fla., last winter. Mr. Chin- 
nock was third with an average of 71 
feet and a high of 75 feet. The accuracy 
contest was won by Dr. Thayer with an 
average of 99 4/15. 

Mr. Sisley, Mr. Chinnock and Paul F. 
Taylor of Worcester, Mass., had a very 
successful fishing trip this spring, having 
landed 118 trout and salmon. Over 60% 
of the catch was on the fly. 

Mr. Chinnock, talking about the tour- 
nament to The Eastern Underwriter the 
other day, said he believed that there 
are many men in the insurance business 
who are interested in fishing and who 
would be glad to know about the tour-” 
nament and the proposal to hold it an- 
nually. He said people from all parts 
of the country attend these fly-casting 
events. 

we bet 

No Successor Yet to J. L. Madden 

No successor has yet been appointed to 
the post which James L. Madden held 
as manager of the Insurance Depart- 
ment of the United States Chamber of 
Commerce. President Pierson will make 
the appointment, after consultation with 
a special sub-committee of the insurance 
advisory committee. The best prespect 
is a man between thirty and thirty-five 
years, with a legal background in insur- 
ance and with some specific experience 
ir a particular line. Although legal 
training is not necessary the committee 
feels it would be helpful. 
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G. G. Bulkley President 
Of the National Board 


JAMES WYPER VICE-PRESIDENT 





New Head Enjoys Wide Popularity With 
Executives and Agents; Palache De- 
clines Position 





Fire insurance bestowed its highest 
honor on George Grant Bulkley, presi- 
dent of the Springfield Fire & Marine, 
last week when he was elected president 
of the National Board of Fire Under- 
writers to succeed Wilfred Kurth, vice- 
president of the Home. Mr. Bulkley had 





GEORGE G, BULKLEY 

been chairman of the executive commit- 
tee and accepted the nomination for the 
presidency after Vice-President Whitney 
Palache, United States manager of the 
( ommercial Union fleet, who was next in 
line in accordance with precedent, re- 
fused the office because of the pressure 
of his managerial duties. 

Mr. Bulkley enjoys great popularity in 
fire insurance circles, and as preside nt of 
the National Board he is receiving fitting 
recognition of his splendid work for the 
advancement of the business. He is a 
forceful worker, tactful, close student oi 
underwriting and agency problems and 
has an attractive personality which makes 
many friends for him. He has already 
been an officer of the National Board, 
having served as secretary for two terms, 
and in addition has devoted much time 
to fire organization work as a member 
of many committees. 

The election of Mr. Bulkley appears 
particularly fortunate at the present time 
when much attention is being paid to 
increasing cooperation and harmony be- 
tween the fire companies and the local 
agency forces. The new head of the 
National Board possesses the undivided 
respect, and support of the National As- 
sociation of Insurance Agents. and has 
been instrumental on various occasions in 
aiding to establish better contact between 
agents and company executives. Mr. 
Bulkley undoubtedly gained an under- 
standing of the local agent’s problems 
from his experience as a field man. From 
1902 until 1912 he was special agent for 
various companies in the Middle Depart- 
ment field and Western New England. 

Mr. Bulkley is fifty-six years of age 
and has been with the Springfield Fire 
& Marine since 1911. He advanced 
from special agent to assistant secretary, 


(Continued on page 22) 


“Old Association” 
Meeting July 6-7 


SARANAC INN i Is THE PLACE 





55th Anniversary Meeting with Special 
Invitation to the Old Boys of 
1872 and Thereafter 





The -fifty-fifth anniversary mecting of 
the “Old Association,” the New York 
State Association of Supervising and Ad- 
justing Fire Insurance Agents, will be 
held this year on July 6 and 7 at Saranac 
Inn, N. Y. This will not be just a regu- 
lar convention of this far-famed organi- 
zation, but will be dedicated to “the old 
boys of 1872 and after.” A special in- 
vitation has been sent out to all the 
older members of the Association to 
come out and see how the organization 
they founded is going ahead today. 

Every “Old Association” convention is 
one of the feature meetings of fire in- 
surance men in New York State. Many 
a leading executive was an active mem- 
ber of that body before the day arrived 
when the New York State rating organi- 
zations took over many of the obliga- 
tions and duties that the special agents 
then shouldered. The annual summer 
gathering of the Association in the Adi- 
rondack Mountains brings out a large 
crowd of leading active and former field- 
men of the business together with their 
wives and families. Fun and business are 
combined, and good fellowship prevails. 
This year the active members are go- 
ing to fashion their program of events 
to render special honors to the older 
members who have not been around for 
several years. The Association wants 
to show what it can do in the form of 
hospitality in 1927, fifty-five years after 
its founders started it as one of the im- 
portant insurance organizations in this 
state. 


Special Call for the “Old Boys” 


John B. Dacey, special agent of the 
Boston and Old Colony, is the present 


president of the Association, 
Leonard, special agent of the London 
Assurance fleet, is secretary-treasurer, 
and he has sent out the following invi- 
tation and call for the meeting: 

“The purpose of this extra letter is to 
urgently request the presence of the old 
boys, ‘not particularly old in years but 
in experience,’ at the meeting at Saranac 
Inn, New York, July 6-7. Therefore, we 
are asking you to get away for a few 
days from passing on big lines, cutting 
coupons, committee meetings, and vari- 
ous other duties, and take a trip to the 
mountain air to see again your old 
friends and meet new ones. It will add 
ten years to your life. Come out in the 
open where men are men, etc. We are 
the same nice fellows you used to be; 
we admit it. We expect to have separate 
golf prizes for those that used to be Spe- 


Lucius G. 


























Built te 


co enaure 


(Globe Wernicke) 


The pyramids—and Mrs. Sphinx testify that they 


were “built to endure’. 


=> 


The foundation of The Home of New York is built 
financially strong with sound underwriting methods 
to endure whatever conflagration or holocaust may 
occur to challenge its integrity. 


—> 


‘Home agents appreciate this quality of enduring 
strength as an asset to their agency’s reputation. 





THE HOME 





cials and now are only Home Office men 
or otherwise engaged. 

“Come on and bring your steel shaft 
driver; maybe you can drive farther 
with it, | don’t know. Choose your own 
handicap and maybe you'll get it. Re- 
member fifty-five years of good old solid 
existence, the oldest organization of its 
kind in the U. S. A., and still growing 
stronger each year, due largely to the 
solid old foundation you gave us to build 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





UNITED STATES FIRE BRANCH: 45 JOHN STREET, NEW YORK 


J. A. Kelsey, General Agent 


George Z. Day, Ass’t General Agent 





ASSETS . 
PREMIUM RESERVE > . 
OTHER LIABILITIES . 
NET SURPLUS ° 





U. S.—Statement December 31, 1926 


$8,132,324.02 
1,981,557.73 
790,346.75 
5,360,419.54 








INSURANCE 
COMPANY 


NEW YORK 


on. Now take this up with your friends 
and you will all come and we will have 
a fine old meeting. Don’t write a lctter 
of regret but come yourself. We would 
rather have you. This letter is sent to 
you this early so there can be no ex- 
cuse that you were not advised in time 
to make your arrangements. The regu- 
lar invitation will be forwarded a little 
later.” 





A PHILADELPHIA BURLESQUE 


When Col. Matthew Taggart, Insur- 
ance Commissioner of Pennsylvania, 
arose to speak at the Pennsylvania In- 
surance Days’ meeting last week he hat 
no idea that one of the men so inter: 
estedly hanging on his words was Jo- 
seph Cunningham, Philadelphia car‘oon- 
ist, who was to follow as a speaker. Mr. 
Cunningham’s speech to Col. Tagyarts 
astonishment, turned out to be the com 
missioner’s own somewhat changed. Col. 
Taggart, after hearing the peculiar siate- 
ments attributed to him in the burlesqué 


was greatly amused at the picture o! the 


department that was painted. 





The National Association of Insurance 
Agents has moved its New York head: 
quarters from the sixteenth floor of 
Maiden Lane to the nib floor of the 
same building. ‘ i 
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Beha’s Talk to Agent 
Made Big Impression 


WARNING TAKEN - SERIOUSLY 





N. Y. Superintendent Says There is No 
Logical Place for Agent Who Does 
Not Give Full Service 





Insurance Superintendent James A. 
Beha of New York gave the talk last 
weck at the annual convention at Syra- 
cuse of the New York State Association 
of Local Agents which created the most 
comment afterwards among agents and 
guests who were at this meeting. He 
spoke at the banquet Tuesday evening 
at the Hotel Syracuse and before he 


JAMES A. BEHA 


arose to ta:k the evening had been given 
over entirely to gaiety and entertain- 
ment. His audience was apparently in 
no mood for a truly serious and thought- 
ful address, yet the superintendent con- 
tinued for nearly an hour, holding the 
iull and undivided attention of all pres- 
ent. When he sat down he was ap- 
plauded heartily. 

It was a heart-to-heart talk to local 
agents in general that Superintendent 
Beha gave. In brief he said that the 
local agent could not henceforth defend 
his commission income on the grounds 
that he had always received a certain 
percentage of the premium income on 
business passing through his office or 
that the insurance business owed him 
a living. He, the local agent, will have 
to prove that he actually earns through 
service rendered to the public every cent 
which he receives in the form of com- 
mission. “Serve and survive” are the words 
Superintendent Beha used frequently 
during the course of his talk. Those 
agents who cannot justify their place in 
insurance through service rendered are 
goin *to be forced out, he said. 

Public Demands Full Service 


The public is demanding to a greater 
and greater degree, according to the 
head of the New York Insurance De- 
partment, that insurance rates be reason- 
able, just as the companies ask that rates 
€ adequate. However, he said that ade- 
quate rates may not necessarily be rea- 
Scnable if they are loaded with acquisi- 
tion costs. far. in excess of what they 
ought to be. He cited as an example a 
Tecent. cut in rates for subway contract 
bonds in New York City, practically the 
entire tate reduction being accomplished 
y decreasing the.agency and brokerage 
commissions, The tates, in the opinion 
of the assuredswere not justified be- 
Cause the insurance was compulsory. 
The agent who is receiving a good rate 
of commission must shoulder many re- 


F. S. ENNIS DOING GOOD WORK 





Collaborated With C. E. Freeman, 
Fidelity-Phenix Ad Manager, in Win- 
ning “Rough Notes” 2nd Prize 
The Fidelity-Phenix trade paper ad- 
vertising, which won second prize in the 
“Rough Notes” contest for originality 
and creativeness in insurance advertis- 
ing and of message potency, was pre- 
pared under the direction of C. E. Free- 
man, advertising manager, ably assisted 
by Frank S. Ennis, assistant advertising 
manager, America Fore Companies. The 
awards were made at the Insurance Ad- 
vertising Conference in Hartford last 

week, 

Mr. Ennis has been associated with 
Mr. Freeman for about a year and has 
had considerable experience with publi- 
cation work and salesmanship. Although 
new to insurance work, he has easily 
fitted into the atmosphere of this type 
of advertising and has made a good ac- 
count of himself in the America Fore 
advertising department. 

During the war Mr. Ennis was an avi- 
ator in the First Pursuit Corps, the in- 
itial flyers. He saw service in France 
with “Eddie” Rickenbacker. 





HONOR HENRY E. HESS 
Henry E. Hess, organizer and first 
manager of the New York Fire Insurance 
Exchange was guest of honor at the 


“Get Together” dinner of the “Old 
Timers” held last week at the Hotel 
Martinique in New York. The “Old 


Timers” is an association of those who 
were with the Exchange during the first 
twelve years of its existence, from 1899 
to 1911. Mr. Hess was manager of the 
Exchange until 1909. Other guests in- 
cluded Edward R. Hardy and Willis O. 
Robb, the present manager. Of the more 
than 200 members of the “Old Timers” 
101 were present at the dinner. Charles 
R. Pitcher, president of the Exchange, 
presided as toastmaster, and many trib- 
utes were paid to Mr. Hess by the 
speakers who included among’ others, 
Manager Robb, L. A. Grimes and James 
G. Waite. 





45 YEARS WITH NATIONAL 
Fred B. Seymour, treasurer of the 
National Fire of Hartford, last week 
celebrated his forty-fifth anniversary 
with the company. He received many 

cengratulations from his associates. 








sponsibilities, Superintendent Beha said. 


It is up to him not only to give accurate * 


and sound insurance service to his cli- 
ent but likewise to see that there is as 
little economic waste in the business as 
possible. He said that the evil of the un- 
collected earned premiums, or free in- 
surance as it is popularly called, is “an 
economic waste for which the producer 
is responsible in large part. And it is 
the duty of state insurance departments 
to try to reduce this waste which ulti- 
mately must be paid for by the insur- 
ance buying public. As a solution Mr. 
Beha offered the suggestion that agents 
deliver only those policies for which they 
have orders, and not send out policies on 
the mere possibility of their being ac- 
cepted, 

Mr. Beha’s talk was a distinct warn- 
ing to agents that their positions in the 
general insurance fabric are theirs by 
virtue of service and not divine right. 
Several speakers at the business session 
on Wednesday commented favorably 
upon Mr. Beha’s talk and repeated his 
statements that the agent who survives 
the competition and gets ahead is he 
who studies _ insurance thoroughly, 
watches and accustoms himself to 
changes that come along and knows how 
to care in a capable manner for all the 
insurance needs of his clients. There 
are not many who fear that the Ameri- 
can Agency System is in danger of back- 
sliding but it cannot in the future be 
construed to embrace agents who regard 
insurance as merely the delivery of poli- 
cies and the collection of premiums and 
commissions from a group of accounts 
secured principally through friendship 
and favoritism. 
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“MORE THAN A CENTURY OF SERVICE” 
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1 (O@ompany officials rise 

up and call “blessed” 

an Agent who sends in such 

anote as the one reproduced 
below: 
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f ETNA INSURANCE CoMPANY 


RALPH B. IVES, 


Seer —t 








* The enclosed advertisement in this week’s edition | 


OF TE ici oetintcn ’ attracted my attention. 


“Bosh —this fellow was only joking — he had 
no idea of burning his house, or he would not have 
If, however, your agent 
thought he meant business, and hesitated about 
cancellation until he got orders from the home 


made such a statement. 


office, he should be hung, not complimented.” 


We replied to this (in part) as follows: 


“ There is another kind of agent (and there will 
never be too many of them) who cause Company 
officials to rise up and say ‘blessed’—the agent 
who has a broad appreciation of his duties to insur- 
ance as an institution—a man who, seeing that 


a thing is obviously to be done, does it!” 
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ETNA [Fire] INSURANCE COMPANY 


RALPH B. IVES, PRESIDENT 


We published 
this advertise- 


among other 
comments we 
received the 
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Co-ordination Plan Is 
Viewed With Favor 


NATIONAL BOARD TAKES LEAD 





Wilfred Kurth Says That Body Should 
Act To Standardize Rating And 
Loss Setting Methods 





Wilfred Kurth’s talk as president of 
the National Board of Fire Underwriters, 
delivered last week at the annual meet- 
ing, in which he advocated that the Na- 
tional Board act as a central authority 
charged with the duty of supervising, co- 
ordinating and rendering uniform the 


WILFRED KURTH 


methods by which fire insurance rates 
are established and applied in all parts 
of the country, is attracting much com- 
mendation. Mr. Kurth also urged the 
same standardization of methods and 
practices with respect to the adjustment 
of losses. 

The National Board is recognized as a 
powerful and influential body which has 
done great good along many lines in fire 
insurance. It is not asked that it under- 
take the making of fire insurance rates, 
which can be done best only by those 
who are in intimate contact with local 
conditions, but many fire insurance lead- 
ers have long entertained the hope that 
the basic principles of rating methods 
could be uniform the country over: for 
the benefit of not alone the companies 
but also the public which occasionally 
complains of unjust discrimination in 
rates, for the reason that rating methods 
differ in adjoining states or districts. 
The National Board, with its facilities 
is the logical body to undertake such a 
task. 

Mr. Kurth voiced the opinion of many 
executives in the fire insurance world 
when he asked that the National Board 
be allowed to supervise and unify and 
remove duplication of effort in the rat- 
ing and loss settling services of the bus- 
iness. His request should receive the 
strongest support from those who would 
strengthen the foundations and services 
of fire insurance. 


No Reason Why Propesal Should Fail 


Speaking of the lack of legal barriers 
or of individual opposition to his broad 
proposals Mr. Kurth last week said: 

“Hence the present situation is that it 
is illegal in a majority of the states, in- 
cluding the great Empire State, to devi- 
ate from the standard rates filed with 
the supervising authorities, while in the 
remainder of the states it is at least un- 
ethical to do so. It is evident, then, that 
what was perhaps the most important 
of all the old objections to any participa- 
tion whatever of the National Board in 
the country’s rating and rate-making no 
longer exists; that, on the contrary, the 
best public opinion is now favorable to 
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such participation, at least to the extent 
outlined a moment ago. As regards the 
membership of the Board itself, 1 cannot 
conceive that there should be convinced 
opposition to its assumption of the gen- 
eral regulation and control of the rating 
and rate-making organizations. It is to- 
day a plain obligatoin of every member 
to observe the rates and rules in effect 
in each state without exception or vari- 
ation; and no underwriter can give a 
single valid reason for non-observance of 
the standard rates that is not based 
either upon selfishness and a desire to 
enjoy an unfair advantage over competi- 
tors, or that cannot be met by appro- 
priate action within the respective rating 
organizations. It is consequently in the 
interest of all our members that there 
should be a central authority like the 
National Board charged with the duty 
of supervising, co-ordinating and render- 
ing uniform the methods by which the 
standard rates are established and ap- 
plied in all parts of the country. To 
sum the matter up, therefore, the step 
suggested is one in favor of which the 
public has expressed itself in unmistak- 
able terms, which the supervising Insur- 
ance Commissioners have approved and 
which the collective enlightened self-in- 
terest of our members demands. 
Consolidation of Power 


“Closely allied with rating and rate- 
making, of course, is the service of in- 
spection, upon the efficiency and uni- 
formity of which the adequacy of the 
entire rate structure in the last resort 
depends. Almost everything I have said 
about the rating situation applies with 
equal force to our service of inspection, 
with the added disadvantage that the 
present separation of the two functions 
results in much duplication of work and 
much unnecessary expense to the com- 
panies. We all know that diversity of 
practice in the application of standards 
and rules has been widespread among 
our inspection boards and bureaus, while 
at the asme time there is always the pos- 
sibility of more or less serious discrep- 
ancies when inspections for rating pur- 
poses are disjoined from those made by 
inspection agencies proper. In view of 
these conditions, it must have occurred 
to everybody giving the matter serious 
consideration that there would be great 
advantages in the co-ordination, if not 
the actual combination, of our inspection 
service with our rate-making, and i in ex- 
tending the proposed supervisory and 
unifying powers of the National Board 
to include the whole of this field. Given 


these powers, the dhe seadiaceg nies Meabeiid malaria Board not 
only could proceed to the consolidation 
ot overlapping inspection services or at 
least the abolishing of duplications in the 
work, thereby saving the companies a 
substantial amount of money, but it could 
also see to it that the standards and 
rules are applied in the same way every- 
where. 

“Not less important than these changes 
in the conditions of rating, rate-making 
and inspections is a thorough- -going re- 
form in the loss adjustment situation. 

“It is evident that the consensus of 
opinion amongst executives is that the 
ultimate solution of this great problem 
will be found in the adoption of the 
principle that the adjustment of losses 
is a service which should be rendered 
everywhere by company-controlled or- 
ganizations operating without profit and 


_subject to the supervision and control 


of the National Board; that there is 
no other method by which the adjust- 
ment of losses can be put upon a uni- 
form basis everywhere, excessive loss 
payments due to the conflicting opin- 
ions and interests avoided, unwarranted 
claims surely discovered and vigorously 
resisted, and the proper interests of the 
companies effectually safeguarded. Cou- 
pled with this, we should have the un- 
divided support of the companies in the 
handling of our salvage operations 
through the existing organizations, di- 
rected and controlled by company execu- 
tives. I refer to the underwriters’ salv- 
age companies, which, from personal ob- 
servation, render an invaluable service 
to the companies and which at times re- 


ceive discouraging treatment from our 
own people.” 





REORGANIZING THROUGH 3 BILLS 





Underwriters’ Protective Association Of 
Newark To Be Put On A 
New Basis Today 

The Underwriters’ Protective Associa- 
tion, which controls the Salvage Corps 
of Newark, will be reorganized through 
the adoption of new by-laws, at a meet- 
ing which will be held today at the of- 
fices of the American of Newark. In 
addition to effecting a reorganization, di- 
rectors will be elected. Officers will be 
selected at a later date. 

The reorganization of the association 
has been made possible through the pas- 
sage of three bills by the last legislature 


drafted for that purpose and introduced 
by Senator Wolber. 


National Board Drive 
On Bad Adjustments 

TO CENTRALIZE LOSS CONTROL 

New York City Will Get Attention First; 


Survey To Be Made Then Of 
Conditions In All States 





Loss adjustments continue to constituie 
one of the biggest problems confronting 
the National Board of Fire Underwriters 
according to the report of the commit- 
tee on adjustments, of which Paul lL. 
Haid is chairman, presented at the an- 
nual meeting last week of the Boar. 
The work of the committee is being 
directed toward correcting reports of 
gross irregularities, excessive and fraudu- 
lent claims, competitive and hasty aid- 
justments resulting in overpaid losses 
and acceptance of liability where in fact 
none exists. 

The National Board has prepared a list 
of approved adjusters and favors the set- 
tlement of losses by salaried employes 
of company controlled organizations. 
Harvey W. Russ, who has left the Gen- 
eral Adjustment Bureau to join the Na- 
tional Board is going to make a survey 
of adjustment conditions throughout the 
country, beginning in New York City, 
where, according to the committee’s re- 
port, existing conditions demand imme- 
diate attention. The committee on ad- 
justments feels that with full coopera- 
tion a comprehensive plan will be de- 
vised for central control and direction 
of adjustments, which will eliminate 
practices so freely criticized and give 
to the executives of the company mem- 
bers of the National Board control over 
this important branch of insurance. 

Blanket And Specific Insurance 


“There comes before our committee 
frequently,” says the report, “and be- 
fore the companies individually almost 
daily, the question of apportionments 
between blanket and specific insurance. 
The final decision usually rests upon the 
location of the risk involved and whether 
or not the amount involved and the do- 
micile of the company permit a transfer 
from state to federal courts. 

“It is well known to all of us that 
the positions held by various states are 
exactly opposite and the federal decisions 
have been at variance with the decisions 
of many state courts. Most cases are 
a controversy between the companies, 
the assured having ample insurance in 
the aggregate to be paid his full loss. 

“It seems to us that common sense 
and equity should apply to the problem 
rather than conflicting court decisions 
We, therefore, make the suggestion that 
the incoming Committee on Adjustments 
of the National Board appoint a sub 
committee of at least five of the out- 
standing general adjusters of the coun- 
try for the purpose of selecting a stand- 
ard to be adopted by the entire Nationa 
Board membership, which will serve as 
a basis of apportionment in all such 
cases, eliminating controversies unneces- 
sary to the companies and annoying t¢ 
the insuring public.” 





CHECK MUST BE CASHED 





Court Of Appeals Ruling Is That Mere 
Acceptance Of Paper Does Not 
Pay Obligation 
Insurance lawyers are interested in 4 
rvling of the Circuit Court of Appcals, 
Fourth Circuit, that acceptance a 
check does not operate as payment « 
debt unless the check itself is paid aa 
also that an agreement that a check is 
te be received in absolute paymen‘ is 
not to be implied from the fact that 
upon its receipt evidences of debt are 
marked paid and surrendered or a re- 
ceipt is given. 
The case is that of Cleve & White VS. 
Craven Chemical Co. and Federal Re- 
serve Bank of Richmond, Va, 
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Item Four 


Consider the call of the wild! 


How one by one it beckons the residents 
of your community to the camper’s trail; to 
the woods, the hills, the. mountains; to the sea 
—anywhere and everywhere to a vacation 
away from regular routine and worry. 


A special opportunity to sell Personal 
Effects policies has arrived. Tell your pros- 
pects that while this policy is particularly de- 
sirable during the vacation season, the protec- 
tion it affords is an all the year round necessity 
to safeguard their personal effects whenever 
and wherever they are away from home. 


; The moderate premium reduces sales re- 
sistance to a minimum. Send copies of the 
First American pamphlet “Your Personal’ 
Effects” to your mailing list. Follow these 
up. You will hold the good-will of clients 
and gain new friends with this added interest 
in their personal welfare. 


FIRST AMERICAN 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


CRNEST STURM, Camaman or mt Beneo. 
PAUL L-MAIO, Patwoumr 


‘CASH CAPITAL — ONE MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 
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Russ Urges Wider Use 
Of Company Adjusters 


TALKS AT AGENTS’ MEETING 





Adjustment Expert Says Companies Suf- 
fer Unjustly Through Many In- 
dependent Loss Men 





Harvey W. Russ, now with the Na- 
tional Board of Fire Underwriters and 
formerly assistant general manager of 
the General Adjustment .Bureau of New 
York, spoke plainly to the delegates at 
the meeting last week in Syracuse of 
the New York State Association of Local 
Agents about the relations between 
agents and adjusters in the settlement of 
fire losses. He said that it is not a 
good thing for insurance and the just 
settlement of claims to have local agents 
assign independent adjusters. Many evils 
have grown up in connection with this 
practice, principally because these inde- 
” pendent adjusters who depend on local 
agents for work, for the most part think 
they must settle claims on the basis of 
full satisfaction to agent and assured 
without sufficient regard for the rights 
and money of insurance companies. 

While Mr. Russ does not believe in 
the elimination of the independent ad- 
juster as a representative for fire com- 
panies he does advocate the more wide- 
spread use of the adjusters and facili- 
ties of company loss adjustment bu- 
reaus. Many independent adjusters 
would be perfectly capable if they were 
free from agency influences, but from 
force of circumstances they are not as 
independent and free in their work as 
the adjusters of the company organiza- 
tions. Mr. Russ invited criticism of bu- 
reau adjustments from agents who feel 
that their clients: are not treated liber- 
ally enough, as the General Adjustment 
Bureau and other similar organizations 
are aiming to give absolutely fair and, 
when in doubt, liberal treatment to all 
claimants. 
intimacy Between Agent and Adjuster 

Mr. Russ deplored the growing busi- 
ness intimacy between many agents and 
independent adjusters. He said that it 
was all right for brokers to watch out 
for assignments for adjusters but agents 
who are the representatives of compa- 
nies as well as the public should not 
solicit such business for the adjuster 

“The greatest obstacle with which the 
Bureau man has to contend,” said Mr. 
Kuss, “is the attitude of a certain class 
of agents who, realizing that our ad- 
justers are expected to handle claims on 
their merits, prefer that we be not as- 
signed to care for the losses of their 
agencies. The percentage of agents who 
dictate to the companies how their losses 
shall be handled is gradually increasing. 

‘Believing that an honest opinion will 
always be accorded a hearing, even at 
the risk of incurring your displeasure, I 
am going to give you the result of my 
observations covering twenty-five states 
during a period of practically twenty 
years, t.e., the one thing which has done 
more to cause’ evil practices to creep 
into the adjustment of losses is the fact 
that some of the local agents have been 
assigning adjustments. 

“Now, I was brought up to believe 
that when a loss occurred, the agent’s 
duty was to promptly notify the field 
men of the interested companies, who 
would at once arrange to give personal 
attention to the adjustment, or if they 
saw fit, assign it to some independent 
adjuster for attention (there were no 
sureaus in those days). With agents 
assigning losses, there has occurred a 
regrettable change in the attitude of a 
majority of the independent adjusters. 
Those whom I have in mind, obtaining 
their livelihood not directly from the 
companies, but from the good-will of 
agents, are continually approaching their 
task not with the sole idea of arriving 
at the amount of loss under the policy 
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contract conditions, in a_ business-like 
way, but rather with the sole desire of 
closing the matter without friction and 
i: the least possible time, regardless of 
the amount paid. 

“Not- only are losses overpaid, but co- 
insurance requirements are overlooked 
and many times contract conditions ig- 
nored. In other words, that type of ad- 
juster feels that he cannot afford to 
permit any conditions to arise which 
would tend to jeopardize his standing 
with the agent. 

Adjust Loss Before It Occurs 

“And so, being qualified as you are, 
the most important service you can ren- 
der your client is not the question of 
rate, but of coverage. Make it a point 
to at all times know your risk as well 
as your assured. Remember that the 
time to adjust the loss is before it oc- 
curs; by having the form under which 
the various contracts are written not 
only concurrent, but so worded as to 
cover any possible contingency that 
might arise so far as that particular 
risk is concerned. 

“Most of the difficulties that I have 
encountered as an adjuster of fire losses 
have arisen because of either lack of 
care or of knowledge on the part of 
the agent responsible for the form under 
which tthe insurance was written and so 
it behooves you to not only inspect your 
risks from the standpoint of hazard, to 
ascertain the possible effect that may 
have on the rate, but also to survey 
them to satisfy yourself that your client 


is covered absolutely and that there have 
been no changes in conditions or in 
methods of operation which might re- 
sult in Jack of coverage on some part of 
the risk or in a violation of the policy 
contracts as then existing. 

“The over-payment of certain claims 
is not a condition peculiar to New York 
state, but exists from the Atlantic to 
the Pacific and from Canada to the Gulf. 
The question of arson and _ crooked 
claims is important and vital, but, from 
my experience of many years gained in 
a diversified territory from the Rocky 
Mountains to the seaboard and only a 
small part of it in this field, I believe 
that for every thousand dollars lost to 
the companies and through them lost to 
the public, because of crooked fires, at 
least ten time that amount is thrown 
away because of ‘soft adjustments’ put 
through under pressure or expediency 
or in some cases due to the greed for 
business and the effect which a particu- 
lar over-payment may have on the busi- 
ness of some certain agency or com- 
pany at the point where the loss has 
occurred, 

“It should be the purpose of every 
adjuster to conserve the interests of the 
companies against dishonest and exag- 
gerated claims; deal in a_ straightfor- 
ward manner in the adjustment of all 
losses and thereby leave the claimant 
satisfied that he has been fairly treated. 
This is simply justice to all concerned 
and nothing more or less should be 
granted or expected.” 











“OLD IRONSIDES” 





Have You Contributed to the 
Restoration Fund? 





writer: 


keep “Old Ironsides” afloat. 








The John Hancock Mutual Life Insurance Company, of 
Boston received the following request from a well-known under- 


“T notice in the March issue of The John Hancock 
Signature a reference to ‘Old Ironsides.’ 
“One of my associates in the office has asked me to 
obtain if possible one of these pictures, and I would 
like to have one myself. Therefore I am enclosing 
my check in the amount of fifty cents.” 


While the John Hancock is not acting as agent for the Navy 
Department in the sale of pictures, the Agency and Clerical 
Force, as well as Home Office executives, are all working to_ 


If any underwriter wishes to secure this beautiful reproduc- 
tion of the “Old Ironsides” painting by Gordon Grant, noted 
marine artist, and will send in 25c, we will see that he gets the 
picture and the Navy Department the money. Address Inquiry 
Bureau, 197 Clarendon Street, Boston, Mass. 





LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


; Sixty-four years in business. Now insuring Two Billion Five Hundred 
Million Dollars on nearly 6,000,000 policies. Safe and secure in Every Way. 




















NOW C. W. SPARKS & CO. 





MacBain & Sparks Agency Changes 
Name; C. W. Sparks New Head; 
Several Promotions Made 
Following the retirement of Walter 
MacBain from the agency of MacBain & 
Sparks, Inc., announcement was made 
last week of important developments for 
the reorganization and improvement of 
the agency and the well merited promo- 
tion of several members of the staff to 
executive positions. Legal formalities 
will be arranged to change the title of 
the corporation to C. W. Sparks & Co., 

Inc. 

Charles W. Sparks will be president of 
the agency corporation and the following 
officers will be elected as soon as the 
necessary legal matters have been com- 
pleted: Secretaries, Frank J. Planding 
and Douglas R. Holmes; treasurer, [d- 
ward G. Welchman; assistant secretaries, 
Robert L. German, Edgar V. Treacy and 
Walter C. Smith. 

All of the new officers, with the ex- 
ception of Mr. Treacy, have been with 
the corporation for some time. Mr, 
Treacy was formerly associated with Fred 
S. James & Co. and Zweig, Smith & Co, 
and has a sound knowledge of New York 
City business and a wide acquaintance 
with company officials and brokers. He 
will add largely to the efficiency of the 
agency. 

The business of the agency will be 
conducted as heretofore at its present 
location and the same strong representa- 
tion will be maintained, this including 
the Fidelity-Phenix Fire, the Merchants 
Fire, the International of New York, the 
Independence of Philadelphia and_ the 
Fidelity & Casualty of New York. 





TO RAISE $50,000 

A committee of fourteen in Boston, 
with A. H. Avery as chairman, has been 
organized to raise the New England 
quota of $50,000 for the fire prevention 
campaign to be carried on under the di- 
rection of the National Fire Protection 
Association. Four corporations have al- 
ready subscribed a total of $12,000 to- 
ward the sum required. 





AMERICAN OF NEWARK CHANGE 
_ The American of Newark is now be- 
ing represented in Eastern New York 
State by Preston H. Kelsey, who has 
his headquarters in the office at Albany 
Noa occupied by Special Agent Ham- 
ilton. 


G. G. Bulkley President 
Of the National Board 


(Continued from page 18) 
second vice-president, vice-president and 
finally president on January 14, 1924, 
when he succeeded the late A. Willard 
Damon. 

The other officers of the National 
3oard include James Wyper, vice-presi- 
dent of the Hartford Fire, as vice-jrest- 
dent, succeeding Mr. Palache; (. G 
Smith, president of the Great American, 
treasurer, and Sumner Ballard, president 
of the International, and United States 
manager of several reinsurance copa 
nies, secretary. 

New members of the executive com- 
mittee include C. A. Nottingham, Eastern 
manager of the London & Liverpool & 
Globe; J. W. Cochran, president o/ the 
Fire Association of Philadelphia; : James 
Packard, United States manager o/ the 
London Assurance; E. G. Pieper, )res!- 
dent of the Rhode Island, and ©. A 
Ludlum, vice-president of the Hom. 

There were numerous guests at the 





‘National Board meeting including lead 


ing local agents and fire company orgat- 
zation men and also a group of home 
office British executives who were then 
in New York. This ‘latter group i 


cluded Henry J. Tapscott, managing 4 
rector of the Century of Edinburgh; 

C. Walton, foreign fire superintendent 
of the Norwich Union Fire, and A. J: 
Makins of the home office staff of the 
Commercial Union. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary 


WELLS T. BASSETT, Vice-President and Secretary 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 





ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE C0., OF MILWAUKEE, WIS. 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO0., OF CONCORD, N. H. 


HOME OFFICES 
NEWARK, NEW JERSEY 
CONCORD, N. H. MILWAUKEE, WIS. 
DEPARTMENT OFFICES 





PHILADELPHIA, PA. PITTSBURGH, PA. 





WESTERN DEPARTMENT 
H. A. CLARK, Manager’ 
844 Rush Street 


CHICAGO, ILL. 


PACIFIC DEPARTMENT 


W. W. & E. G. POTTER, Managers 
60 Sansome Street 


SAN FRANCISCO, CAL. 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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N. Y. Agents Adopt 
Many Resolutions 


MAY HAVE PAID FIELD MAN 





Sole Agencies, Compulsory Auto Laws, 
Bank Agencies, Qualification 
Laws Acted Upon 





The New York State Association of 
Local Agents passed last week at the 
annual convention at Syracuse several 
resolutions dealing with such important 
subjects as compulsory automobile in- 
surance, sole agencies, bank agencies, co- 
operation with fire and casualty compa- 
nies, agent’s qualification laws, policy 
fees, local boards and a salaried assis- 
tant for the secretary of the association. 

Several of these resolutions follow: 

Compulsory Auto Legislation 

Resolved, That we recognize that there 
is an agitation and a degree of public 
sentiment for some form of compulsory 
automobile insurance, as evidenced by 
the numerous bills introduced at the re- 
cent session of the New York State 
Legislature. 

We are opposed to any such legisla- 
tion that does not carry with it reason- 
able assurance of a lessening of the 
number of automobile accidents, the 
saving of life and property, with a re- 
sulting decrease in automobile insurance 
cost. 

We recommend to the incoming board 
of directors of the New York State As- 
sociation of Local Agents the appoint- 
ment of a committee to thoroughly in- 
vestigate legislation on this subject re- 
cently enacted in the States of Con- 
necticut and New Hampshire, or some 
substituted plan having for its object 
both the protection of the public and 
the reduction of accident frequency. 

Limitation of Agencies 

Whereas, In recent years it has be- 
come the practice of many fire insur- 
ance companies to appoint multiple 
agencies, direct or by underwriter an- 
nexes, thereby creating detrimental con- 
ditions; Therefore, Be It Resolved, By 
the New York State Association of Local 
Agents, Inc., that single agencies only be 
permitted in the so-called ordinary ter- 
ritory of this state, except that by vote 
of any local board, club or association, 
two agencies for each company may be 
permitted. 

Conference and Cooperation 

Whereas, We believe that the confi- 
dence of the insuring public and the 
progress of the insurance business are 
detrimentally affected by friction be- 
tween the companies and agents; We, 
Therefore, express our conviction that 
the interests of the business are com- 
mon to and will be best served by con- 
tinuing and expanding the policy of con- 
ference and cooperation through com- 
mittees of companies and agents; and 
we further urge that such conferences 
be preliminary to and in anticipation of 
changes of general policy and rules. 

Would Form Farm Bureau 

Whereas, The fire insurance compa- 
nies are experiencing a dangerously high 
loss ratio on farm _ business; and, 
Whereas, due to this condition, agents 
of New York state are faced with the 
possibility of losing a volume of busi- 
ness representing the hard work of 
many years; and, Whereas, this condi- 
tion would render the members of this 
association unable to furnish the proper 
service and essential protection to New 
York state farmers; Therefore, Be It 
Resolved, That the incoming Executive 
Committee of this Association, follow- 
ing its policy of conference and cooper- 
ation, invite the Eastern Underwriters’ 
Association to discuss with them, the or- 
ganization of a Farm Writing Bureau 
similar to the Factory Insurance Asso- 
ciation, or some other arrangement 
which would place the underwriting of 
this classification upon a basis which 
would be satisfactory to. companies, 


agents, and assured. 
Qualification Law 
Resolved, That the incoming board of 


(Continued on page 28) 


Rose Well Liked As 
Head Of N. Y. Agents 


A HARD WORKING EXECUTIVE 








New President of Agents’ Association 
An Officer for Three Years; Mem- 
bers of Board of Directors 





J. W. Rose, the new president of the 
New York State Association of Local 
Agents, Inc., thoroughly deserves the 
high honor which has been bestowed up- 
on him. The chief executive officer of 
the association usually remains at the 
head for two years but last week at 
Syracuse President Ward H. McPher- 
son declined a second term, although he 
was pressed to take it. Mr. Rose, who 
became secretary-treasurer of the As- 
sociation in 1924 and has had three years 
of hard work, also wished to be relieved 
of further executive duties. But the 
nominating committee would not listen 
to this proposition, so he was unanimous- 
ly elected president. 

Mr. Rose is a resident of Buffalo 
where he is head of J. W. Rose '& Co. 
As secretary-treasurer of the New York 
Association he successfully managed sev- 
eral membership drives, so that now over 
800 agents belong to the Associaticn and 
this spring he personally led the agents’ 
campaign against the Central Bureau 
proposition of the casualty companies in 
this state. He spoke at several regional 
meetings throughout the state and 
stirred up much opposition to this pro- 
pesal which was eventually defeated. 

Although a local agent now, Mr. Rose 
began as an insurance broker in 1902. 
Tcward the close of that year he secured 
the general agency of what was then the 
Great Eastern Casualty of New York, 
which was merged a few years later with 
the Union Indemnity of New Orleans. 
He continued to specialize in casualty 
insurance and wrote fire insurance only 
as a broker until 1914 when he extended 
his facilities and began writing fire lines 
as a policy writing agent. Since then 
he has continued business as a general 
insurance office. 

The new members of the board of di- 
rectors, elected last week at Syracuse, 
include the following: T. J. Maxcey, El- 
mira; A. C. Wallace, Goshen; Lawrence 
F, Gilroy, Utica; E. V. Mulleneaux,. Al- 
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NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
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| Represented 








bany; F. L. Greene, Rochester, and E. 
W. Couper, Binghamton. Those who re- 
main on the board from the previous 
administration include: Gilbert T. Ams- 
den, Rochester; C. J. Ayres, Saranac 
Lake; Eugene A. Beach, Syracuse; Rich- 
ard Cary, Niagara Falls; Albert Dodge, 
Buffalo; A. C. Edwards, Sayville; Frank 
L. Gardner, Poughkeepsie; W. W. Heép- 
pell, Dunkirk; A. T. Matthews, Water- 
town; Frederick G. Noxsel, Buffalo; E. 
Paul Schaefer, Mt. Kisco, and J. Gordon 
Smith, Rome. 





HENRY DAYTON DEAD 





Oldest New York Insurance Broker 
Was 92 Years Old; Commuted Daily 
From Greenwich For 42 Years 

Henry Dayton, over ninety-two years 
of age, and the oldest insurance broker 
in New York city, is dead. He passed 
away last Friday at his home in Green- 
wich, Conn:, after being in insurance for 














over sixty years and after having com- 
muted to New York city almost daily 
for forty-two years. His lifetime and 
career in insurance has spanned the era 
of modern development in the business 
and his faithful devotion to his calling 
during so many years won for him much 
praise and hosts of friends. New York 
insurance men are grieved at the pass- 
ing of Mr. Dayton. He has been here 
too long to be missed easily. 

Mr. Dayton was a native of Green- 
wich where he conducted an insurance 
agency in addition to his brokerage busi- 
ness in New York. When he celebrated 
his ninetieth birthday he was given a 
dinner which was attended by nearly 
200 persons. He started his career with 
the old Broadway Insurance Co. At 
that time he boarded his train to Green- 
wich at Broadway and Canal street. It 
was hauled by horses to Thirty-fourth 
street where the locomotive was at- 
tached. 


















































GENERAL FIRE ASSURANCE CO. 


of Paris, France 


URBAINE FIRE INSURANCE ade 


of Paris, France 


EAGLE STAR & BRITISH DOMINIONS 
INSURANCE CO., Ltd. 


of London, England 


Underwriting Service Throughout The United States 
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‘Insurance Structures 


Add To City’s Beauty 




















Hartford Fire Insurance Company 
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Phoenix Mutual Life Insurance Co. 
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Rossia Insurance Company 
































The Hartford Chamber of Commerce 
Was conspicuous in its endeavor to make 
the visit of the members of the Insur- 
ance Advertising Conference a happy 
event last week. 

The following greeting of the Cham- 
ber was handed to each registrant: 

“The Chamber of Commerce in behalf 
of the entire citizenship of Hartford, 





Conn. General Life Insurance Co. 











saa 


Conn., extends to you, one and all, a 
very cordial welcome. We are pleased 
to have you in our midst. This insur- 
ance city of the world, with which you 
are very familiar as such, and of which 
we are so proud, is delighted that you 
now have an opportunity to be mformed 
of its other outstanding excellencies. 
“Our beautiful parks, unexcelled 
































Aetna Life Insurance Company a 
. Hartford Steam Boiler Inspection and 








Insurance Company 


recreational privileges, notable public 
buildings, renowned historical places, su- 
perior mercantile establishments, unusual 
financial opportunities and world-wide 
known industrial plants are also all 
worthy of your particular observation 
and study. 

“We bespeak for you while here re- 
laxation, pleasure and profit, and to that 


end shall be glad to be of any possible 
aid to you. Please visit or call the Hart- 
ford Chamber of Commerce.” 

Together with the greeting there was 
found a graph, which by the courtesy of 
Hartford Chamber of Commerce is re- 
produced by The Eastern Underwriter. 
It shows the growth in resources of in- 
surance companies of Hartford in mil- 
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CROWTH w RESOURCES 
INSURANCE COMPANIES 


HARTFORD 


MILLIONS or DOLLARS 
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lions of dollars from 1906 to 1926. The 
figures show an increase of from just 
a little under $300,000,000 to $1,500,000,000. 

In addition to the graph the Chamber 
of Commerce gave to each delegate and 
members of their families two splendid 
pictures, one a bird’s-eye view of Hart- 
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ford, the other a group picture showing 
the beautiful home offices of insurance 
companies located in Hartford. A re- 
production of this picture will be found 
in this issue, made possible through the 
courtesy of the Hartford Chamber of 
Commerce. 








PER CAPITA LOSS FIGURES 





Twenty-two Cities in East Have Losses 
in Excess of $5 a Person; Half in 
Massachusetts 

Last year there were twenty-two cities 
in Eastern states which suffered a’ per 
capita fire loss in excess of $5 accord- 
ing to the committee on statistics and 
origin of fires of the National Board of 
Fire Underwriters. A western city, 
Council Bluffs, lowa, had the largest per 
capita fire loss with $27.77, while the 
Eastern city with the largest loss was 
Lowell, Mass., with $14.43 Other East- 
ern cities in the list include Danville, Va.; 
Taunton, Mass.; Haverhill, Mass.; Glou- 
cester, Mass.; Peabody, Mass.; Easton, 
Pa.; Chelsea, Mass.; Lancaster, Pa.; 
Paterson, N. J.; Passaic, N. J.; New 
London, Conn.; Boston, Mass.; Wilkes 
Barre, Pa.; Revere, Mass.; Reading, Pa.; 
Newark, N. J.; Everett, Mass.; Shamo- 
kin, Pa.; Cambridge, Mass.; Leominster, 
Mass.; and Nanticoke, Pa. Of the 
twenty-two cities, eleven are located in 
Massachusetts and not one in New York 
State. 

The National Board committee, which 
submitted these figures at the annual 
meeting last week, recognizes the fallacy 
of per capita figures and that the results 
do not necessarily reflect upon the care- 
lessness of fire prevention precautions 
of the cities shown. According to the 
National Fire Protection Quarterly “the 
per capita loss figure serves not as a 
measure of the ravages of the fire devil, 
but simply as an index of the average 
personal holdings of destructible prop- 
erty. 


PUBLIC ADJUSTERS SCORED 





Insurance Department to Prosecute Cases 
Involving Bribery and Other Bad 
Practices 

Irregular practices by independent ad- 
justers are charged in complaints to In- 
surance Superintendent Beha of New 
York who has announced that he is de- 
termined tg put a stop to such reprehen- 
sible acts by investigating every com- 
plaint and placing before the New York 
District Attorney all evidence of guilt 
that he finds. It is charged that some 
licensed public adjusters have offered 
bribes to company adjusters and apprais- 
ers to induce them to report greater 
amounts of loss or damage than were 
actually sustained. Several specific cases 
are now in the hands of the Insurance 
Department. 

Another practice that has been called 
to the attention of Superintendent Beha 
is to demand and collect from assured’s 
money “to be given to a representative 
of the fire marshal.” Investigations dis- 
close no evidence that the fire marshal 
or his representatives, or any representa- 
tives of insurance companies ever re- 
ceived any of the moneys so collected. 





_ 214 IN NATIONAL BOARD 

The committee on membership of the 
National Board of Fire Underwriters re- 
ported last week that at the annual meet- 
ing that there are now 214 company 
members. During the last twelve months 
six companies joined the Board and five 
cenienen, making a net gain of one mem- 
er. 
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Thousands Are Now Asking 
Themselves the Question— 


“Where shall we go and what 


shall we do on our vacation?” 


SAE, 
RET ROUEN O NG 
REN SU 7inea Sen ou cae 


If insurance agents will only ask these 
people the question, “Will your personal 
effects be safe during your trip?” and tell 
them about the dangers encountered by 
luggage, many will take out Tourist Bag- 
gage Insurance. 

Recite to them the large baggage losses 
that occur in railroad-terminal and hotel 
fires—also from lost, stolen or damaged 
baggage. Show how any one of these 
would upset vacation plans unless insur- 
ance protection is carried. 


A Tourist Baggage policy dispels the 
vacationist’s worries about his personal 
effects. And when your client’s policy is 
issued by the Harmonia Fire Insurance 
Company, you can rest assured that his 
interests will be well taken care of—for 
the Harmonia has a reputation for fair 
dealing. 


Progressive, well qualified 

agents, will do well to con- 

sider representation in their 
agency for the 


HARMONIA 


Fire Insurance Company 
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INSURANCE CO., LTD., 


THE YORKSHIR OF YORK, ENGLAND 


Established 1824 
FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 


AND EXPLOSION INSURANCE 

FRANK & DUBOIS, United States Manage ERNEST B” BOYD, U 

, Unite es Managers. L YD, Underwriting Mgr. 
FRANK B. MARTIN, Asst. Manager. WALLACE KELLY, Branch Senvetney. 

Assets, $3,669,475.54 Liabilities, $2,335,474.12 Surplus, $1,334,001.42 
METROPOLITAN EP il is Comey, ~ 
: cocvcccecescee Willer . Brown Co. .......New York, N. Y. 

PACIFIC COAST ......ceseseeMecClure Kelly 2.2.3. ee osendde Sen. Foanicloes Cal. 
CAROLINA-VIRGINIA ........Harry R. Bush.................,.Greensboro, N. C. 
SOUTHEASTERN  ...cascvenvs shy i. BORNE. oicecincicasiecscccmuanta, Ga. 
LA. & MISSISSIPPI............James R. Ross............++.-+sNew Orleans, La. 























Fire Reinsurance Treaties 


Eagle Fire Insurance Company 


Baltica Insurance Co., Ltd. 
Franklin W. Fort 


(New. Jersey) 
(Denmark) 

. Thomas B. Donaldson 

18 Washington Place, Newark, N. J. 
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HY is the total expense of conducting 
the Fire Insurance business compared to 
only part of the expense of other businesses? 


If comparison can be fairly made, it 


must be recognized that our published ex- - 


pense ratio is comparable to the combined 
manufacturing, wholesaling and retailing 
charges in producing industries. But these 
combined expenses are not generally known 
in other trades and, therefore, the unfair- 
ness of the comparison. 


Do we apologize for the methods em- 
ployed in our business, or do we offer the 
correct explanation in response to inquiries 
from outside the business? 


The American 


INSURANCE COMPANY 


Newark, N. J. 


I No. 9 of a series Ie 
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| Syracuse Side Lights 








Frank L. Gardner, president of the Na- 
tional Association of Insurance Agents, 
past-president of the New York State 
\ssociation, ex-member of the New York 
Legislature and holder of many other 
titles was the “Charley” Lindbergh of 
the annual convention last week at Syra- 
cuse of. the New York Association of 
Local Agents, Inc. Mr. Gardner hails 
fiom Poughkeepsie, N. Y. Whenever he 


FRANK L. GARDNER 


was seen in the corridors of the Hotel 
Syracuse he was the center of a large 
and admiring group and his appearances 
on the speaker’s platform were signals 
for prolonged and genuine ovations. 

One easily understands Mr. Gardner’s 
popularity after looking over a few of 
his achievements. Not only is he now 
president of the National Association but 
he is on the executive, laws and legisla- 
tion and Eastern Underwriters’ Asso- 
ciation conference committees of the 
New York Association. It surely takes 
a big man, mentally and physically, to 
tackle jobs like these in addition to be- 
ing an active insurance agent. 

W. Eugene Harrington, of Atlanta, 
Ga., chairman of the executive committee 
of the National Association, made a dis- 
tinctly successful debut before the annual 
meeting of the New York Association. 
He has an engaging smile and pleasant 
vcice and as an orator is one of the 
Association’s spellbinders. He looks ef- 
ficient and is. 

The casualty companies put one over 
on the fire companies at the New York 
agents’ convention as far as maintaining 
special headquarters were concerned. 
The United States Casualty, Fidelity & 
Deposit, Globe Indemnity and Standard 
Accident had open house for the dele- 
gates. The Excelsior Fire of Syracuse, 
however, carried off individual honors for 
hospitality by giving a luncheon for the 
entire convention of over 300 persons. 

No agency convention is really com- 
plete without Spencer Welton, president 
of the New York Indemnity, who has 

host of fricnds in the field as well as 
in home office circles. He spoke at the 
banqvet on Tuesday evening. 





Agents’ Resolutions 


(Continued from page 24) 
directors appoint a committee to con- 
sider a reasonable agents’ and brokers’ 
Gualification law and to confer with such 
other organizations in the state as is 
necessary, and submit their findings to 
this board. 

Paid Secretary 
Resolved, That we recommend to the 
incoming administration that the ques- 
tion of adequate paid assistance for the 
secretary of this association be early 
considered and acted upon. 





Violation of Principles 

Whereas, The New York State Asso 
ciation of Local Agents, Inc., at its an- 
nual meeting, May 24 and 25, 1927, has 
considered a statement by the national 
executive committee presented to the 
midyear conference at Chicago, April 
20, 1927, in reference to the practices of 
the Firemen’s of Newark, N. J., the Gi 
rard Fire & Marine of Philadelphia, and 
the Northwestern National of Milwau- 
kee, Wis., in relation to the principles 
of the National Association of Insurance 
Agents, the “Milwaukee Resolution” and 
the conference agreement between the 
committees of the National Association 


and the National Board of Fire Under- 
writers. 


In view of the statement of the na- 
tional executive committee setting forth 
the evidence presented, we concur in the 
findings of said committee that the Fire- 
men’s and the Girard Fire & Marine are 
intentionally and continuously in viola- 
tion of one of the principles of the Na- 
tioal Association, namely, appointing fi- 
nancial institutions, their officers or em- 
ployes as company representatives in 
competition with established agencies; 
and the Northwestern National to be in- 
tentionally and continuously in violation 
of one of the principles, namely, agents 
ownership of expirations, and that each 
of these companies falls within the scope 
of the “Milwaukee Resolution.” 

We deprecate the acts of the above- 
mentioned companies as set forth in the 


IRE YOUR CLIENTS FeCE gp INSURED 
FIREMANS FUND 





— 


statement of the national executive com: 
mittee, and reaffirm the principles con- 
tained in the membership agreement of 
the by-laws of this association wherein 
it is provided, among other things, that 
its members owe allegiance to those 
companies whose loyalty to its princi 
ples is unquestioned. 





NEW CHARTER MEMBERS 
In the drive for new members for the 
Chamber of Commerce of Union City, 
N. J., a number of prominent insurance 
agents and brokers have joined the or- 
ganization. They include E. Robert 
Grauert, Eugene T. Quinn, Joseph Sal- 


darini, P. J. Rock, P. W. Limouse and 
Samuel Saperstein. 
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USE and OCCUPANCY INSURANCE 


Use and Occupancy 
Insurance safeguards 


IRE may mean failure to the average manufacturer or 

merchant because his capital is invested in operating the 

business, and when the fire comes, he cannot meet the necessary 
running expenses. 


Fire Insurance will pay for rebuilding the plant itself but 
additional ready money is needed to meet the financial obligations 
until the business can be put on a paying basis. 


Use and Occupancy Insurance furnishes capital to pay the 
necessary expense that must continue and the profit that would 


have been made. 


Agents can be of service to clients and prospects if they 








property, suggest Use and Occupancy Insurance as a protector of business. 
The 
PALATINE INSURANCE 
COMPANY LIMITED 
NEW YORK CHICAGO SAN FRANCISCO ATLANTA OALLAS 
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Jersey Town May 
Have Fire Bureau 


TO ENFORCE ALL STATE LAWS 





H. J. Stanley, Safety Director, Irvington, 
Proposes New Department; Public 
Hearing On June 7 





Harry J. Stanley, director of Public 
Safety of Irvington, N. J., suggested to 
the town commission last week that a 
bureau of fire prevention be established 
in that borough. 

His suggestion provides for a chief in- 
spector and assistant inspectors, to see 
to the enforcement of all state laws and 
town ordinances on the prevention of 
fires, the storage and use of explosives 
and inflammables, the installation and 
maintenance of automatic and other fire 
alarm systems and fire extinguishing 
equipment and fire escapes. It also re- 
quires adequate exits for factories, 
schools, lodging houses, _ hospitals, 
churches, halls and theatres. 


Investigation Of Fires 

He further suggests that the investi- 
gation of causes, circumstances and 
origin of all fires shall be held by the 
bureau. Investigation of suspicious fires 
shall be made by the fire department 
chief and a report of his findings shall be 
made to the bureau. All hazardous 
manufacturing processes such as gases, 
oils, etc., shall be inspected by the bu- 
reau’s chief. 

He also states that inspections are to 
be made four times a year of all base- 
ments, and hallways of private and public 
buildings and private dwelling places. A 
monthly drill in all schools will be re- 
quired and records kept of all fire losses, 
whether covered by insurance or not. 


To Be Fined For Neglect 

The proposal also provides for civil 
suits and payments of all costs in cases 
or fires resulting from neglect. A fine of 
$25 is to be imposed for the first viola- 
tion. Each day’s failure to comply with 
remedies will become a separate offense. 
Default of payment of fines will entail a 
thirty-day sentence in jail. 

Mr. Stanley stated that he was 
prompted to make his suggestion as the 
result of a fire several weeks ago where 
a woman was burned to death in the 
town, partially due to lack of fire es- 
capes and rubbish which apparently 
started the flames. A public hearing will 
be held on June 7 in the Elks’ club 


house. 





NEW ENGLAND PROGRAM 
Several Prominent Speakers To Talk At 
Agents’ Convention At Poland 
Springs This Month 

A tentative program has been prepared 
for the annual summer meeting of the 
New England Convention of State Asso- 
ciations which will be held this year at 
the Poland Springs Hotel, Poland 
Springs, Maine, on June 21-23. The get- 
together banquet will be held on Tues- 
day evening, June 21, when the speakers 
will include T, D. Faulkner, president of 
the convention, Frank L. Gardner, pres- 
ident of the National Association of In- 
surance Agents, James L. Case of Nor- 
wich, Conn., and Governor Ralph Brew- 
ster of Maine, 

The Wednesday morning business ses- 
sion will be featured by talks by Presi- 
dent Sidney R. Kennedy of the Buffalo 
Insurance bon Vice- President James L. 
Madden of the Metropolitan Life, Don- 
ald G. North of New Haven and James 
W. Cook of Providence, R. I. Wednes- 
day afternoon will be devoted to golf, 
tennis, boating and other sports. On 
‘Thursday morning there will be a talk 
on the work of the Eastern Under- 
writers’ Association and addresses by 
Franklin H. Wentworth of the National 
Fire Protection Association and Vice- 
President E. M. Allen of the National 
Surety. There will also be discussions 
of local agents’ problems. 


URGE FIREPROOF PROVISIONS 





Fire Commissioners, Elizabeth, N. J., 
Recommend That Standpipes Be 
Installed in Apartment Houses 

Amendment of the building code of 
Elizabeth, N. J., to provide for future 
fireproof construction of apartment 
houses and the installation of standpipes 
and connections for fire department use, 
was recommended last week to the city’s 
board of works in a communication from 
the board of fire commissioners in that 
city. 

The communication in part states, “In 
view of the large number of apartment 
houses which have been and are being 
erected in this city, the board of fire 
commissioners feels that the present 
building code should be amended to 
specify buildings of so-called fireproof 
construction, including proper fire es- 
capes, proper construction and enclosure 
of stairways, elevator shafts, etc., and 
the installation of standpipes and connec- 
tions for fire department use.” The mat- 
ter was referred to a committee to in- 
vestigate and confer with the fire de- 
partment. 


Apology to Wm. Quaid 


The Eastern Underwriter extends its 
apologies to William Quaid, vice-presi- 
dent of the America Fore Companies, 
who read an interesting address before 
the New York State Association of In- 








WILLIAM QUAID 


surance Agents in Syracuse last week. 
The address read by Mr. Quaid was 
credited to Paul L. Haid, president of 
the America Fore Companies. The fact 
was that Mr. Quaid was pinch-hitting for 
Mr. Haid, but the address which he read 
was prepared by him and not by the 
America Fore president. 





NEW MARINE CLAUSE BOOK 





1927 Edition Contains Latest Policy 
Forms And Clauses; Kept Up-to- 
Date By Loose Leaf Method 
There has just been published in New 
York in up-to-date form a book con- 
taining all the essential policy forms and 
standard clauses used in marine insur- 
ance. It is the 1927 edition of “Marine 
Insurance Clauses” and has been com- 
piled and published by Joseph Lazard of 
127 White street, New York. Mr. Laz- 
ard has had many years of experience in 
marine insurance, having been connected 
with the Fireman’s Fund and other com- 
panies before devoting his entire time 

to insurance printing. 

This new book is prepared in loose leaf 
form and contains exact copies of all the 
clauses, endorsements, attachments and 
the like in use in this country. Through 
arrangements perfected with various ma- 
rine underwriters’ committees Mr, Laz- 
ard is able to secure for insertion in this 
book the latest clauses as they appear. 





HARMONIA IN COLORADO 
The Harmonia of Buffalo has. been li- 
censed in Colorado. 
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will be none too soon to follow ‘ 
Tom’s advice. If it hadn’t been for 
that live-wire Pennsylvania Fire 
Insurance Company Agent’s call 
last night we would still be as much 
in the dark as we were. He is 
persistent isn’t he? And _ how 
earnest he is.” 


“But just what was that 
* ‘Keep-a-roof-over-your-head’ insur- 
ance Tom was talking about, John?” 


“Why, that is Rental Value insur- 
ance which gives us cash money so 
we can rent a place to live some- 
where whenever fire or windstorm or 
explosion puts us out of our home.” 


“Well, John, don’t you think that 
that protection is just as necessary 
as fire insurance?” 


“Yes, dear, and I am going to have 
it attached to our policy when I see 
Tom tomorrow morning.” 


oi 
But too often “tomorrow is too late.” | 


of 


Pennsylvania Fire Insurance Company Agents always try 
to protect tenant-owners with (A) Rental Value cash money 
protection when they deliver the Fire Policy and (B) Rent 
policies to all owners of rented properties, whether residential 
or business structures. 











Our Agency aids are helping to enlighten Fire 
Policyholders and to increase our agents 
commissions about 10% on the average. 


*Registered. oO 
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Tells Proper Steps To — 
Cancel A Fire Policy 


WRITTEN NOTICE 





IS DEFINED 





Massachusetts Dep’t. Says Policy Is Not 
Cancelled Unless’ Insured Actually 
Receives Notice 





The Massachusetts insurance depart- 
ment, through Counsel Harold J. Tay- 
lor, has issued a statement defining ex- 
actly what constitutes written notice to 
an assured of intention to cancel a fire 
policy, thé policy providing for such 
manner of cancellation. Mr. Taylor goes 
on the presumption that written notice 
to the assured undoubtedly means that 
the notice must be actually received by 
the insured or his duly authorized agent. 
The Massachusetts fire policy does not 
provide that mailing of a notice shall be 
deemed the equivalent of actual notice 
or that notice of cancellation sent by 
mail shall be sufficient, whether or not 
received. 

Telling how a_ proper cancellation 
should be effected Mr. Taylor says: 

“Section 187 C of chapter 175 of the 
General Laws provides for the service 
of a cancellation notice by actual de- 
livery thereof in hand to the insured, or 
by leaving the same at his last address 
as shown on the company’s records, or 
at his last business, residence or other 
address known to the company, or by 
forwarding the same to said address by 
registered mail postage prepaid. 

“This section further provides that an 
affidavit of any officer, agent or em- 
ploye of the company that the notice 
has been served as aforesaid shall be 
prima facie evidence that cancellation 
has been duly effected. Prima facie evi- 
dence means evidence which unless re- 
butted is sufficient to prove a given fact. 

“If therefore a company sends a no- 
tice by registered mail, and the affidavit 
authorized by said section is duly made 
and executed, and nothing else appears, 
the affidavit is sufficient evidence to war- 
rant the court or jury in finding that 
the notice was received by the insured 
and that the policy was duly cancelled. 

“This section, however, does not pro- 
vide that the notice shall be deemed suf- 
ficient if left at or mailed to the in- 
sured’s address, irrespective of its ac- 
tual receipt by the insured. 

“Where, therefore, it appears that the 
notice was actually returned by the post- 
office and not delivered, that fact clearly 
tebuts or destroys the prima facie case 
predicated on said affidavit. If the no- 
tice is not returned by the postoffice, but 
the insured claims he did not in fact 
receive it, his testimony to that effect, 
if believed by the court or jury, is like- 
wise sufficient to rebut the prima facie 
case made out by said affidavit, or the 
common-law presumption that a letter 
Pioperly addressed and mailed is re- 
» ee the addressee in due course 
Or maul. 

“The answer, therefore, is that the fire 
policy is not cancelled unless the insured 
actualiy receives the notice of cancella- 
tion, or is found by the court or jury 
to have received it.” 





THOMMASSON SUCCEEDS ALLEY 





Made Ass’t. U. S. Manager Of North 
British & Mercantile: Talmage 
Made General Agent 
A. RX. Thommasson, general agent of 
the North British & Mercantile in 
charge of the Southern department, has 
een made assistant United States man- 
ager of that company and vice-president 
of the Mercantile, Commonwealth and 
Pennsylvania Fire to succeed Walter S. 
Alley who has retired to enjoy a well 
farned rest. Mr. Thommasson has had 
a varied experience in fire insurance, 
aving served as special agent, general 
adjuster and manager of the New York 
local department in addition to head of 
the Southern department. Much of his 
time has been spent in the South, where 
he was special agent for the North Brit- 


ish in Georgia, Alabama and South Car- 
olina. For awhile he was also special 
agent for the company in New York 
state. Mr. Thommasson has_ coupled 
with his experience a splendid knowl- 
edge of fire insurance and his advance- 
ment is well-merited. 

To succeed Mr. Thommasson as gen- 
eral agent of the Southern department 
United States Manager Cecil F. Shall- 
cross has appointed Allen H. Talmage, 
who has been assistant general agent. 
Previous to joining the North British 
group five years ago Mr. Talmage had 
conducted a local agency at Athens, Ga. 
After going rapidly through several de- 
partments at the home office of the 
North British in New York Mr. Tal- 
mage was assigned to the South Texas 
field as special agent. There he built up 
a reputation for the work and early this 
year was advanced to assistant general 
agent of the Southern department where 
he has shown splendid executive ability. 


Ww. S. ALLEY HONORED 

Walter S. Allev, who retired on 
Wednesdav as assistant United States 
manager of the North British & Mercan- 
tile, was guest of honor at a luncheon 
given last week by the officers and de- 
partment heads of the companies in the 
fleet. Manager Cecil F. Shallcross pre- 
sided and presented Mr. Alley with a 
de luxe edition of the Encyclopedia 
Brittanica. Assistant Manager Charles 
E. Case also spoke. 








JERSEY AGENTS’ OUTING 

Arrangements have been completed 
for the annual outing of the New Tersev 
Special Agents’ Association which will 
be held on Monday, Tune 13, at the 
North Jersey Country Club, Paterson. A 
number of athletic events have been ar- 
ranged and valuable prizes will be 
awarded to the winners. The festivities 
of the day will be brought to a close 
with a banquet which will be held in the 
club house. A number of company offi- 
cials and fieldmen have been invited to 
attend. 











Great American 





L. & L. & G. Head More 
Hopeful Of Risks Here 


PAST RESULTS DISAPPOINTING 





A. Kentish Barnes Praises Heads Of 
Companies And Departments In 
U. S. Report To Directors 





A. Kentish Barnes, chairman of the 
board of the Liverpool & London & 
Globe, referred to conditions and _ per- 
sonalities in the United States during 
the course of his annual report to the 
ccmpany delivered in Liverpool. Mr. 
Barnes recently returned from a visit te 
this country where he studied fire in- 
surance conditions at close range. 

Speaking of his reactions Mr. Barnes 
said: 

“T would like to congratulate General 
Manager Hugh Lewis on the strength 
of our personnel in that most impor- 
tant area of our activities. In Mr. 
Warner, whom we appointed last year 
to the chief control of our fire interests, 
I am satisfied we have a very able of- 
ficial, determined to continue and in- 
tensify the task of strengthening our 
underwriting. In this he is loyally sup- 
ported by his American colleagues. | 
can see clear signs that these efforts are 
earning the reward which inevitably fol- 
lows diligent application to the task in 
hand, although perhaps temporarily de- 
layed by exceptional events. We may, 
however, expect, for the time being, a 
reduction in the premiums, but we need 
not regret a passing set-back if better 
results follow a lessened volume. 

“In the Globe Indemnity Co. of New 
York we are singularly fortunate in 
Duncan Reid himself, and in the able 
executives and departmental managers 
he has so successfully gathered around 
him. It was a great pleasure to me to 
meet them all. 

“T was much impressed by the general 
prosperity prevailing in the U. S. A. It 
is, therefore, all the more disappointing 
that from an insurance point of view 
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this prosperity has not been enjoyed, it 
being well-known that American, Brit- 
ish and_ foreign companies generally 
have experienced poor underwriting re- 
sults for some time past. 

“I believe, however, that the outlook in 
this direction is now more hopeful, and 
I feel sure that our company is in an 
excellent position to reap the advantage 
of any general improvement.” 





AMERICA FORE VETERAN DEAD 





William Johnstone, Supervisor of Home 
Office Loss Department, With 
Organization 42 Years 

William Johnstone, supervisor of the 
America Fore loss department at the 
home office under Secretary Vernon Hall 
and who had been connected with the 
organization for the past forty-two 
years, died on Monday at his home in 
Dobbs Ferry, N. Y. His funeral was 
held on Wednesday. 

Mr. Johnstone started his long term 
of service as an office boy in July, 1885, 
later being transferred to the mail de- 
partment. He was made manager of this 
department after a number of years and 
later went to the loss department. In 
1915 Mr. Johnstone was promoted to 
chief clerk of the loss department, subse- 
quently becoming its supervisor. 

Two years ago upon his fortieth anni- 
versary with the America Fore Compa- 
nies Mr, Johnstone was honored by his 
associates and a high tribute was paid to 
his steadfastness by Ernest Sturm, chair- 
man of the board. He received a travel- 
ing bag from the company on this occa- 
sion and a suitable desk piece from the 
girls in his department. 

_ Mr. Johnstone not only took a prom- 
inent part in all office activities but 
ranked high in Masonic circles. He was 
past deputy grand master of the State 
of New York F. & A. M. and past mas- 
ter of the Diamond Lodge, Dobbs Ferry. 





PENN. AGENTS’ MEETING 
The Pennsylvania Association of In- 
surance Agents will hold its annual 
meeting at Reading on August 25 and 
20 according to President H. E. Mc- 
Kelvey. 





General Agent’ Ass’n 


(Continued from page 1) 


and being entertained by a few of his 
large agents, he deludes himself and his 
company with the belief that he is in 
touch with that territory. Any general 
agent within the sound of my voice can 
at once call to mind such instances. 

Service a General Agent Renders 

“A general agent lives in a territory 
and is in daily touch with everything in 
that territory which affects his business. 
He knows that his very existence de- 
pends on the successful conduct of his 
business, which in the end means mak- 
ing a profit for his companies. He 
senses instantly any move politically or 
otherwise which will affect his compa- 
nies’ interests. He feels the pinch of 
a high tax and anything which might 
affect his companies adversely. His po- 
sition brings him in touch with the con? 
trolling spirits of a territory, so that he 
is able to influence legislation. At the 
same time the general agent is giving 
service to his home office, he is giving 
service to the local agents in his terri- 
tory and to their customers, whereas 
the so-called single-shot companies are 
trying to run things at long range.” 

One reason why the general agents do 
not take a greater part in working 
against the passage of legislation by state 
governments inimical to fire insurance is 
because the companies tell them to keep 
hands off, said Mr. Cravens. Neverthe- 
less he believes the fire insurance com- 
panies are in Texas today only because 
general agents defeated bills which 
would have driven them out. He be- 
lieves that the general agents are a part 
of the American agency system and the 
interests of the local and general agents 
go hand in hand. 


wr geile ON VRS aE ie 2 Sia 














Page 32 









THE EASTERN 
UNDERWRITER 








June 3, 1927 








Cold and Wind Added 
To American Losses 


BRITISH COMPANY REPORTS 





Unseasonable Weather Here In 1926 
Kept Furnaces Going Longer Than 
Usual; Florida Claims 





London, May 27.—It is a somewhat pe- 
culiar thing that during last week the 
chairmen of both the Liverpool & Lon- 
don & Globe, and the Commercial Union, 
spoke on the effects of the weather 
upon insurance. A. Kentish Barnes 
(L. & L. & G.) indicated how insur- 
ance was unfavorably affected last year 
by the weather. In some respects, in- 
deed, the underwriting of the company 
did seem, judged by the results, to be 
a little “under the weather,” but there 
were suggestions in the speech that the 
clouds were passing and that some blue 


sky is in sight. Taking the points in 
chronological order, there was an acute 
spell of cold weather in the United 


States early in 1926, which necessitated 
the extra heating of buildings and “con- 
tributed to the greatly-increased num- 
ber and cost of fire losses.” Later, in 
Australia a prolonged heat spell caused 
serious drought, which was followed by 
disastrous bush fires, and these adversely 
affected the fire insurance results. 

In September, the company, in com- 
mon with many others, was involved in 
“the hurricane of unprecedented violence 
which swept a path of ruin over several 
hundred square miles in the State of 
Florida and caused property damage es- 
timated at over £11,000,000, largely cov- 
ered by American, British, and foreign 


insurance companies.” The net loss of 
the Liverpool & London & Globe 
through that disaster was stated to 
have been £110,000, which  materi- 
ally affected the final underwriting 
figures. At home storms and floods at 


various periods caused damage and loss 
to no inconsiderable extent. For this 
year the effect of the weather has been 
shown in the national catastrophe due to 
the Mississippi floods. This risk of 
floods is, Mr. Kentish Barnes pointed 
out, not one which it is the general 
practice to cover by insurance, and so, 
except from a special interest, in re- 
spect of which the loss will be “nomi- 
nal,” the company is not directly in- 


volved. 
At the — of the Commercial 
Union, H. Tabor Brooks pointed out 


that the fire underwriting results were 
affected by the bush fires in Australia 
and the hurricane in Florida, and added 
that while it was found necessary to 
write hurricane insurance in order to 
protect fire clients the business had over 
a series of years proved profitable to 
the company. The chairman was not at 
all cheerful respecting the future of the 
cargo side of marine underwriting. At 
a subsequent meeting the application of 
£1,416,000 from the general reserve to 
the payment of the uncalled liability of 
£1 per share was approved. The shares 
under the scheme will be of the de- 
nomination of £2 10s., fully paid. 





J. M. FAIRFIELD DEAD 

John M. Fairfield, insurance commis- 
sioner of Wyoming, died at -Rochester, 
Minn., May 21, after an operation for 
appendicitis and ulceration of the stom- 
ach. Pneumonia developed. 

Mr. Fairfield was appointed to the of- 
fice of insurance commissioner March. 1, 
by the new governor. A movement has 
been started to ask Governor Emerson 
to appoint Mrs. Fairfield to serve the un- 
expired term. This was done in the case 
of Governor Ross and everybody knows 
that his widow made an excellent gov- 
ernor. 





The United Underwriters’ Agency of 
Newark, has been incorporated with a 
capital of $30,000. The incorporators in- 
clude Thomas J. Kitrick and Fred J. 
Nelson of Jersey City, and Morris P. 
Wilderman, of Irvington. 


411 Specials In 
Middle Dep’t Ass’n 


SILAS H. SCHOCH IS PRESIDENT 





Organized 43 Years Ago by Small Group 
Of Field Men at Wilmington, 
Del. 





A story of the Underwriters’ Associa- 
tion of the Middle Department was 
printed in the year book of the Penn- 
sylvania Insurance Day convention held 


in Philadelphia last week. Silas H. 
Schoch, who is president of the asso- 
ciation, is special agent for the National 
Fire. 

Organized forty-three years ago by a 
small group of fire insurance special 
agents at Wilmington, Del., the Under- 
writers’ Association of the Middle De- 
partment has grown. Being the only 
fire rating association where membership 
is individual and not by companies, the 
last roll lists four hundred and eleven 
special agent members. 

In its inception the Association had 
rating jurisdiction, in addition to its 
present field, over most of New Jersey, 
part of West Vi irginia, and the Philadel- 
phia suburban counties. Local necessi- 
ties and legislative requirements have 
from time to time eliminated these ter- 
ritories. The field is now Pennsylvania 
(except for the city of Philadelphia, the 
Suburban counties, and Allegheny Coun- 
ty), Maryland (except the city of Bal- 
timore and the District of Columbia), 
and the State of Delaware. 

“During the past decade of super- re- 
fined hysteria, Secretary Louis Weider- 
hold, Jr., has stood against the introduc- 
tion of these innovations of rating in 
the Middle Department, and now has the 
satisfac tion of the position sustained and 
justified,” says the Year Book. 

The Insurance Rating Act.of 1915 and 
the Code of 1921, required the forma- 
tion of fire insurance rating organiza- 
tions in order to stabilize the ‘business 
and avoid discriminations. The Middle 
Department along with the other Penn- 
sylvania rating bureaus were able to 
meet the requirements of these laws with 
little or no change of methods, indicat- 
ing their efficient and fair operations. 
The rating bureaus have at times been 
the subject of legislative investigation 
and attack, but in every instance justified 
their existence, sustained their methods, 
and came out of the fray with more 
friends than before. 





W. F. ROBERTSON DIES 
W. Frew Robertson, well-known in- 
surance broker at Montreal, died on 
Sunday. He was a member of the Can- 
adian Fire Underwriters’ Association 
and a director of several companies. 


Brevoont 


Madison Street, east cf LaSalle 
CH I CAGO 


DOWNTOWN, near 
pr yg! end Stores, 
an usiness 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 


E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 

















E, U. A. MEETINGS IN JUNE 


Whole Association Will Meet On June 
23 When Action Is Expected 
On Several Matters 

Two important meetings of the East- 
ern Underwriters’ Association are sched- 
uled for this month. The executive 
committee will meet on Tuesday, June 
14, and the entire association will con- 
vene on Thursday, June 23, in New York 
to act on several proposals embodied in 





committee reports. The inland marine 
committee report has been accepted a:id 
the committee instructed to work cut 
details of putting into actual operation 
the new body which will supervise the 
writing of inland marine risks that «re 
now illegally written under straight jire 
policies. It is also expected that act on 
will be taken this month on the g-n- 
eral agency and brokerage commiss on 
problems and that several of the te ri- 
torial committees will have definite pr og- 
ress to report. 
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O. J. PRIOR, President 





INCORPORATED 1868 


Che Standard Fire Insurance Oo. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 

















Royal Exchange Assuraurce 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
Fire and Automobile Lines 
CAR & GENERAL INS. CORP., Ltd. 
Automobile Liability and Plate Glass 
95 Maiden Lane, New York 














Capital $500,000.00 








Policyholders’ Surplus $1,374,235.27 


AMERICAN UNION 
Insurance Company of New York 


Administrative Offices, Hartford, Conn. 
J. H. Vreeland, President 


FIRE INSURANCE AND ALL ALLIED LINES 








JOHN M. WHITON DIES 


John M. Whiton, formerly a well- 
known fire insurance man in New York, 
and several times president of the New 
York Board of Fire Underwriters, died 
at his home in Plainfield, N. J., on Sat- 
urday. He was eighty- two years of age 
and a direct descendant of John Alden. 


The John R. Hall Corporation, New 
York City, has been chartered at Albany 
with capital of 100 shares non par value 
to engage in the general insurance busi- 
ness. John R. Hall, Astrid Ericsen, Ar- 
thur N. Colton, Hamilton Hicks and M. 
E. Schenfler are directors and subscrib- 
ers. 








American Equitable 


Assurance Company 
of New York 


Assets, January Ist, 1927  $4,896,544.34 

Surplus to Policyholders $1,928,405.51 

Losses paid since organization 
$17,807,373.74 


Desirable fire insurance agents wanted 
who can give us a represent- 
atve business. 


Apply to 
HOME OFFICE 
92 William Street New York 




















218TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 171¢ 


Wrigley Bldg., Fhe N. Michigan Ave. 


PACIFIC ri 
N. W. Cor. Sansome and Sacramente 3ts. 
San Francisco, Cal. 























THE HANOVER 


FIRE INSURANCE COMP/4 NY 
Continuously in business since 1/52 


The real of an insurance <om- 
pany is in the conservatism of its ™4l- 


en the management of /HE 
HANO VERS ie = absolute ‘coeuran 12 of 
the security of its policy. 
CHARLES W. HIGLEY, Presi :t 


























MONTGOMERY CLARK, Vice-Pre: dent 
. G. HOLLMAN, Secy. 

H. T. GIBERSON, Treasurer 

F, SA ONS, Asst. Secy 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 

Hanover Bldg., 34 Pine S: 
NEW YORK 


Howle, Jarvis & Wright, Inc., Gen’) Ast 
Metropolitan District 
81 JOHN STREET 


NEW YORE 
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British Kill Agents’ 


Licensing Proposals 
SEEK TO CURB BAD PRACTICES 





Term Legislation Bureaucratic; Agents 
and Brokers Share Commissions 
With Assureds 
London, May 25.—The Committee 
which recently had to consider the 
amendment of the Assurance Companies 
Act of 1909 made some observations in 
their report on the position of insurance 
brokers which are of interest at the pres- 
ent moment. The Committee was invited 
by the representatives of certain bodies 
of insurance brokers and agents to rec- 
ommend legislation which would (a) in- 
stitute some means of registering or li- 
censing insurance agents, (b) prevent in- 
surance agents sharing with their clients 
commission paid by the insuring com- 
pany, and (c) prevent an insurance com- 
pany offering more favorable terrhs to 
one agent than those given to another. 
The Committee felt some doubt wheth- 
er the recommendation of legislation of 
this kind was not outside the purview 
of their reference. But they reported 
that, however that might be, the evi- 
dence before them appeared quite insuf- 
ficient to justify any system of compul- 
sory registration of insurance agents, and 
no practicable scheme for ensuring re- 
strictions on the sharing commission or 
the prevention of differentiation was 
placed before them. They added that 
they were not satisfied that, if a practic- 
able scheme for achieving these ends 
could be devised, there is any need for 
it either in the interests of the public or 

the insurance companies. 


Bureaucratic Supervision 


Dealing with this matter at considera- 
ble length the shipping correspondent of 


the Manchester Guardian Commercial * 


says: 

“The committee was composed rd 
of responsible insurance men, and there 
can be no doubt that in quashing the 
proposals for the compulsory registration 
of insurance agents they were reflecting 
well-considered opinion. No case can be 
made out for extending bureaucratic su- 
pervision to the transaction of insurance. 
Nevertheless, the proposal was not origi- 
nally made without some reason for it. 
It un‘oubtedly arose because there is a 
good ical wrong with the position of in- 
surance agents. And that is very much 
the case in marine insurance. 

“In marine insurance the difficulty is 
Not norely one of sharing commissions 
with principals. It is much more serious 
than hat. Marine insurance commis- 
sions ire at every moment insecure. If 
ame: hant so wishes, he may go to an 
msura ce company direct and obtain the 
comm sion that is humorously labelled 
brok. age” for himself. And in spite 
of this insecurity in their remuneration 
Marin: insurance brokers are actually 
broke-:, not agents; they are liable in 
law fo» the due payment of premiums 
even s ould their principals fail or vanish 
in the night. 

“The difficulty is, in addition, very 
Much snore serious than in other forms 
of insirance because marine insurance is 
for the most part a record of small dis- 
tinct transactions in a highly competitive 
market for which it would be hard to 
find an equal. It can, therefore, be ap- 
Preciated how much of a nightmare the 
Insecurity of ‘brokerage’ can be. 

farine insurance brokers are for ever 
arc ng for their livelihood, not only 
with one another, but with insurance 
Companies themselves under grossly un- 
air conditions. For centuries marine in- 
Surance brokers have been found very 
necessary members of the community. 

f they are still so today they deserve 


Sir Edward Mountain 
On Marine Conditions 


STILL VERY UNSATISFACTORY 





Hull Rates Too Low; Reinsurance Prac- 
tices Are Bad; Cargo Business 
Is Getting Worse 





No review of marine insurance condi- 
tions is complete without the opinions 
and thoughts of Sir Edward Mountain, 
chairman and managing director of the 
Eagle, Star & British Dominions. Sir 
Edward is a marine insurance expert, as 
well as head of an insurance company 
and what he has to say about the busi- 
ness is based on facts and clear reflec- 
tions and not on second hand observa- 
ticns. He still finds hull underwriting 
very unsatisfactory and attributes bad 
conditions to rate cutting and poor un- 
derwriting. Sir Edward also takes oc- 
casion to criticize the habit of some 
insurers to pass bad losses along to re- 
insurers. This, he says, will ultimately 
destroy the hull reinsurance market. 

Cargo insurance is gradually getting as 
deplorable as hull business Sir Edward 
finds. 

“The very unsatisfactory condition of 
the marine insurance market,” said Sir 
Edward, “has during the last two or 
three years been alluded to by, I believe, 
every chairman of every company trans- 
acting this class of business. 

Hull Insurance Still Bad 

“As far back as 1922 in speaking of 
hull insurance, I said that rates, after 
values had been taken into consideration, 
had been reduced by 40% to 50%. In 
my opinion such a reduction was abso- 








to be honestly and securely paid for their 
services. Their commission in England— 
either 214% or 5% on the money they 
handle—is only a fraction of what is paid 
abroad. 

“Can there be any doubt that it is 
the insecurity in their remuneration that 
is responsible for the abuses that are to 
be found in brokerage, sometimes even 
descending to fraud? Marine insurance 
policies negotiated ‘premium as agreed’ 
with one premium paid and another 
charged, marine insurance certificates is- 
sued instead of policies—these are not 
uncommon subterfuges for adding io in- 
come adopted by small provincial brok- 
ers. Insurance companies are more to 
blame than the brokers. In London, 
where the remuneration of Lloyd’s brok- 
ers is properly secured, bad practices are 
much less common. But the trouble is 
clearly a domestic one, not a national 
one. It is for the brokers—or insurance 
companies themselves—to find the ob- 
vious remedy.” 


lutely unwarrantable and could hold no 
prospect whatever of profit, and I went 
on to say ‘the state of the hull market 
was such that steamers were being re- 
newed at approximately pre-war pre- 
miums and rates, although they were 
eight years older and the cost of re- 
pairs was 100% above pre-war figures.’ 

“In 1923 I said ‘a very large number 
of steamers have been renewed, but. not 
by us, at values and rates below those 
ruling in 1914. Bearing in mind that 
repair bills are still in the region of 
50% over pre-war costs, and steamers 
are nine years older, we fail to under- 
stand it,’ and I went on to say: ‘in this 
country and America leading insurance 
companies have endeavored to secure a 
large premium income in order that the 
interest will more than pay the dividends 
to their shareholders, and that their ex- 
penses should not show a higher ratio. 
Both these principles are fundamentally 
sound, but they cease to be so and may 
become a fetish when a large income is 
kept up on an unprofitable basis.’ 

“In each succeeding year in my speech 
I have drawn attention to the unfavor- 
able position of the marine insurance 
market. 

“Whilst there is no doubt that this 
was largely brought about by the fact 
that the market was too big for the bus- 
iness that was offered, I think there is 
little doubt that the unfortunate posi- 
tion which has arisen and the very heavy 
losses that have been made in the Lon- 
don market have, to a large extent, been 
owing to bad underwriting. 

“Year after year values and rates 
were reduced when, based on past expe- 
rience, there was no justification for it. 
If those who were responsible for it 
did not realize at the time that there 
would be ultimately a heavy toll to pay, 
they did not properly understand their 
business, and if they did realize it the 
question remains to be answered, why 
was it done? It is a well-known fact 
that certain companies were so protect- 
ed by reinsurance treaties that the bulk 
of any loss would fall on the reinsurers. 
Millions have been lost in this way in 
the last few years. In the long run it 
cannot be good or sound business for a 
company to kill its reinsurers who by 
modern procedure, have to place so much 
confidence in the ceding companies, be- 
cause the result must be that the rein- 
surance market narrows and disappears, 
and the original market remains in the 
depressed condition which this policy has 
created. 


Cargo Insurance Getting Worse 


“This section of the business is grad- 
ually getting into the same deplorable 
condition as the hull business. 

“While it is the duty of an underwriter 
to protect a merchant from all marine 
perils, it is not his duty to take over 
liabilities that should be borne by the 
shipper or shipowner. Risks are being 
covered by underwriters that are not 
underwriters’ risks, and the only way to 
eradicate these risks is by universal 
agreement. 

“T suggested last year that these ques- 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 
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tions could well be dealt with at the 
annual conference of the International 
Union and while useful! discussions took 
place last year at the Hague, nothing 
much further has matured, and I hope 
that the time may be ripe this year for 
further discussions which may lead to- 
wards the desired result, for no real im- 
provement in this direction can be made 
except by international co-operation. I 
think everybody who follows the cargo 
insurance business would have to admit 
that on the whole, rates and conditions 
have been getting steadily worse for 
some considerable time and this tendency 
has certainly continued during the year 
under review.” 





WHY CARGO LOSSES ARE HIGH 


British Company Heads Attribute Losses 
To Conditions Under Which 
Policies Are Written 

Referring to the present deplorable 
conditions of affairs regarding cargo in- 
surance, the marine insurance corre- 
spondent of the London Daily Telegraph 
writes: The speeches made by the chair- 
men of leading marine insurance com- 
panies at recent annual meetings have 
been striking in their unanimity in de- 
ploring the present state of cargo in- 
surance, and imploring some measure of 
reform by which this can be remedied. 
Lord Lawrence, at the North British & 
Mercantile meeting, spoke of the losses 
which have been shown by company 
after company, losses incurred from no 


disaster or series of disasters, but owing 
to the conditions under which the busi- 
ness has been written. Sir Edward 
Mountain, himself a_ practical. writer, 


spoke at the Eagle, Star &. British Do- 
minions meeting of the risks covered 
by underwriters that are ‘not under- 
writers’ risks, and said that,, while it is 
the duty of underwriters to protect a 
merchant from all marine perils, it is 
not their duty to take over liabilities 
that should be borne by the shipper or 
shipowner. 





NEED NOT PAY LICENSE TAX 





Va., Insurance Agents Exempt From 
Such Payments, Under Ruling At- 
torney General Of State 


Insurance agents in Virginia cannot 
be made to pay a license tax, under a 
ruling of Attorney General ‘Saunders. 
The opinion was sought by Commis- 
sioner Button when complaints were 
lodged with him that the town of Bed- 
ford was planning to enact an ordinance 
requiring agents in that town to pay 
such a tax. 

In seeking to levy the tax, the town 
was relying on the decision in the case 
known as Tabb vs. Richmond contained 
in Michie’s annotated code gotten out 
since passage of the tax bill of 1916 
which stipulated that a tax on gross 
premiums of insurance companies, as 
provided in that act, should be in lieu 
of all other taxes levied against them 
or their agents, except the certificate 
fee of $1 which the agents are required 
to pay. Inasmuch as the 1916 law was 
enacted after the decision in the case of 
Tabb vs. Richmond was given, Attor- 
ney General Saunders holds that thi¢ 
case was erroneously included in the 
code and that the town of Bedford can- 
not rely upon that case in endeavoring 
to impose a license tax on agents. The 
town was contemplating levying a flat 
tax of $25 together with a percentage of 
premiums collected. 





1,500 CREDITORS 


Creditors of the defunct real estate and 
insurance firm of John W. Renshaw’s 
Sons, East St. Louis, Ill., will receive 
but little more than the 20% dividend 
that has already been paid, according to 
the final report of C. P. Roewe, trustee 
for the bankrupt estate. His report has 
been filed with Referee in Bankruptcy 
Grant. About $5,000 remains to be dis- 
bursed while the scheduled liabilities to- 
tal $595,000. There are 1,500 creditors. 
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Moray’s Talk On Loss 
Cost And Agents’ Pay 


ATTRACTS WIDE ATTENTION 








Tells Syracuse Audience That Agents 
Are Best Judges Of Their Remunera- 
tion And Should Fix It 





Norman R. Moray, vice-president and 
general manager, Hartford Accident, 
made a talk last week at Syracuse before 
the New York State Association of Local 
Agents which attracted wide attention 
among executives and the production 
forces of the companies. It sought to 
establish and outline the correct rela- 
tionship between the agent and the com- 
pany. Loss cost fixing and agents’ re- 
muneration were discussed in outspoken 
terms. 

Describing the functions of the money 
which the public pays into insurance— 
somé $4,500,000,000 last year in the 
United States, Mr. Moray said that the 
first and greatest of these is to pay 
losses; in other words, to fulfill the 
promises to the general public so that 
their confidence in insurance will not be 
misplaced. 

The next item in the premium dollar 
is to pay the cost of the home office 
functions in carrying out the promises 
as regards the losses and in the other 
services promised in the policy. The third 
is assigned for the services rendered to 
the public by the vast army of agents. 

Companies Should Set Loss Cost 


As to the first, the loss cost of the 
promises, Mr. Moray felt that the com- 
pany and company bureaus should deter- 
mine that because they are best qualified 
to do so. While the agent may know 
the loss cost of risks locally, he cannot 
be expected, nor actually does he know 
this cost as a whole as well as the home 
office which has the experience over the 
entire country and broad statistical fa- 
cilities for analyzing that experience. 

Such being the case, Mr. Moray stated 
with emphasis that the home office is 
unfaithful to the trust reposed in it by 
the public if it makes rates for competi- 
tive reasons or to accommodate favored 
agents. By the same token, those agents 
are unfaithful to the trust reposed in 
them by the same public when they at- 
tempt to coerce the companies into de- 
Viating from what they—the companies 

know (or ought to know) is the cor- 
rect rate. 

Frowns On Rate Discrimination 


Mr. Moray’s reasoning on the sub- 
ject was something like this: “If either 
the agent or the home office cuts the 


rate for some favored assured, does it not 
not presuppose that we will have to take 
some of the money entrusted to us by 
the balance of the general public for the 
purpose of making a donation to this 
other assured who has not paid his full 
proportion? Is not the cutting of rates 
one way of cutting away the whole basis 
of relationship of confidence and good 
faith which the public is entitled to re- 
ceive, and the maintenance and promo- 
tion of which skould be the first effort 
of every man connected with the insur- 
ance business ?” 

Referring to the second item, the ex- 
penses required by the companies to 
render their part of the service, Mr. 
Moray said that the same condition ex- 
isted. The companies and the companies 
alone should be the judges of that cost. 

Continuing Mr. Moray said: “When 
it comes to the third item—what is re- 
quired by the agent to perform the func- 
tion the public expects of him—TI believe 
he is the best judge—the best judge of 
the service the public expects and what 
the public is willing to pay for such serv- 
ices. And if the agent has no right 
to coerce the company into deviating 
(Continued on page 35) 


Capt. F. W. Hughes To 
Join Royal Indemnity 


TO BE SECOND VICE-PRESIDENT 





Attended Famous Heidelberg University ; 
Had Active Military Career; Leaves 
Standard Accident 





Captain F. W. Hughes, associate 
manager, metropolitan bonding office, 
Standard Accident in New York, is join- 
ing the Royal Indemnity as second vice- 
president on June 10. 


Born in Edgewater Park, N. J., in 1884, 
Captain Hughes obtained his education 


in a military school in Germany and at- 
tended the famous University of Heidel- 
berg. Returning to the United States, 
he spent twelve years in general con- 
struction work, including the manufac- 
turing of steel and the construction .of 
buildings, bridges and railroad track 
work. His activities took him into many 
parts of the country. 

In 1916 he went to the Mexican border 
with the 4th Maryland infantry as a cor- 
poral, rising in rank to sergeant- major. 
He was sent to an officers’ training 
school at Fort Meyer, Va., and received 
his commission as a second lieutenant. 
Four months later he was made a first 
lieutenant, then a captain. His next 
military rank was an regimental adjutant 
of the 808th Pioneer infantry with which 
he spent ten months in France, partici- 
pating in the Argonne Forest drive. 


Joins Maryland Casualty 


When his outfit returned to this coun- 
try in 1918, Captain Hughes joined the 
Maryland Casualty and attended its un- 
derwriting training school at the home 
office. The company sent him to Pitts- 
burgh in June, 1919, as manager of the 
bonding department of W. W. Flanegin 
& Co., Maryland general agents in that 
city. 

He left this post in the fall of 1922 to 
join the Standard Accident in its New 
York metropolitan bonding office as su- 
perintendent of the contract department. 
He has since served successively as as- 
sistant manager and associate manager 
of the metropolitan bonding office in 
New York, leaving the latter position to 
join the Royal Indemnity. 





GOLF TOURNAMENT—JUNE 16 

The Casualty & Surety Club of New 
York will hold its spring golf tourna- 
ment on June 16 at the Grassy Sprain 
Golf Club, Yonkers, N. Y. 





CAPITAL INCREASE APPROVED 

Stockholders of the Metropolitan Cas- 
ualty approved the proposed capital in- 
crease of the company to $3,000,000 at a 
special meeting held yesterday. 
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F. P. Casey Is First In 
Surety Lecture Course 


24 STUDENTS A AVERAGE 80% 





E. D. Steward, National Surety, Second; 
Work of Insurance Institute 


Praised by G. E. Hayes 





Frank P. Casey, connected with the 
Union Indemnity in its New York office, 
carried off highest honors in the surety 
lecture course conducted during the 
1926-27 season of the Insurance Society 
of New York. Mr. Casey’s average was 
94.4%, and although he was tied with 
E. Dale Steward of the National Surety, 
it was found that he had a greater num- 
ber of papers with higher comments than 
Mr. Steward. The National Surety man 
ranked second; M. J. Hally, Union In- 
demnity, was third, with 92.5%; D. M. 
Doughty, Indemnity Insurance Company, 
fourth, with 92.1%. Seven other stu- 
dents obtained a rating of over 80%. 

This series of lectures, conducted un- 
der the direction of George E. Hayes, 
vice-president, Union Indemnity in New 
York, was attended by an average of 
forty-five students. Thirty of them reg- 
istered for the examinations and out of 
this number twenty-four participated. 
The course consisted of eleven lectures 
and ten reviews, amounting to approx- 
imately twenty-one hours of teaching. 
The papers turned in showed a splendid 
grasp of the subjects and the average 
percentage of the twenty-four students 
was 80%. This average is an indication 
of the splendid work done by the eleven 
lecturers, as well as the close attention 
that was given by the students. 


Shortage of Man Power 


Commenting this week on the progress 
that has been made, Mr. Hayes said: 
“The tremendous strides made by the 
fidelity and surety business in the last 























A Progressive 


SURETY ann CASUALTY 


Company 








ten years have caused a shortage in the 
available man power to fill the needs of 
the many requirements of the business. 

“These requirements are largely in the 
executive underwriting, production and 
agency departments of the companies do- 
ing a fidelity and surety business, and 
almost of necessity require a knowledge 
of the business of suretyship. The re- 
quired knowledge cannot be had in a 
day or in any short time, as it requires 
both study and experience, and while the 
fundamentals may be picked up in a 
short time, it is the mind that has been 
matured by surety experience that is best 
suited to fill the required man power. 

The English idea of sureties and the 
study of the insurance business has long 
been recognized as a chief factor in the 
success of insurance in the British pos- 
sessions, and while we have learned 
much from them it is the progress made 
over a period of time that has brought 
American insurance to the point it now 
is, and especially is this so with regard to 
fidelity and surety business where the 
progress has been made more by expe- 
rience than by study. 


Need for Education Realized 


“The ‘big minds’ interested in the in- 
surance business realized some years ago 
that if insurance was to keep pace with 
its progress there should be more edu- 
cation, both of the insurance fraternity 
and the public, but first must come the 
education of the young men and women 
in the business. 

“With all of this in view the various 
insurance societies were formed through- 
out the United States, and finally was or- 
ganized the Insurance Institute of Amer- 
ica, the parent or father of insurance 
education, which has done much good 
work with prospects of still better work 
in the carrying out of the program laid 
down. 

“Education in fidelity and surety lines 
was the last to be taken up by. the in- 
stitute, and while its program has been 
very limited in its scope and time (e- 
voted to instruction and has been largcly 
confined to teaching the subjects along 
general lines, the results in the last s«v- 
eral years as shown by the examination 
papers are far better than would be cx- 
pected. 


Pleased With Surety Lectures 

“The results of the present lecture 
ccurses in suretyship prove to me taf 
there is every prospect of Increasing i!1¢ 
man power in the fidelity and sur ty 
business if the companies, through ‘he 
executives, will get behind this work of 
the Insurance Society and the Insurance 
Institute of America.” 

The staff of eleven lecturers consisicd 
of the following, who voluntarily con- 
tributed their services: 

T. J. O’Keefe, Aetna Life; Major Ernest Ross, 
Globe Indemnity ; Edmund J. Donegan, Metro- 
politan Casualty; A. H.° Hayum, National 
Surety; Ira L. Anderson, Union Indemnity; 
Claude E. Trinder, Royal Indemnity; Ross J 
MacCann, Union Indemnity; William A. Nun- 
list, National Surety; Matthew C. Griffin, Fidel- 


ity & Casualty; B. J. McGinn, American Surety; 
Vincent Cullen, Fidelity & Deposit. 
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National Casualty To 
Enlarge Its Activities 


RUNNING MATE—NATIONAL FIRE 





Also Makes Close Connection With Con- 
tinental Casualty; To Write General 
Casualty And Surety Business 





A new development this week was the 
decision of the National Casualty to 
enter the general casualty and surety 
field as a running mate of the National 
Fire of Hartford and in close connection 
with the Continental Casualty. The 
charter of the company will be broad- 
ened, the capital will be increased to 
$750,000, and additional surplus will be 
paid in. Part of the new stock will be 
taken by the National Fire and Con- 
tinental Casualty. 

The accident and health business of the 
National Casualty will be handled at the 
home office as heretofore by its present 
agency plant, but its general casualty and 
surety business will be handled from 
Chicago, a proportion of each risk being 
reinsured by the Continental Casualty. 

In completing the deal, President H. 
A. Smith and Western Manager G. H. 
Bell of the National Fire, and President 
H. G. B. Alexander and Vice-President 
H. A. Behrens of the Continental Cas- 
ualty, will go on the board of the Na- 
tional Casualty. 

The reorganization is expected to be 
completed by October 1 and the National 
Casualty will start its new activities 
January 1, 1928. 





IN HANDS OF RECEIVERS 





New Jersey Insurance Department Acts 
in Case of Manufacturers’ Liability 
of Jersey City, N. J. 

Upon the application of the Department 
of Insurance and Banking of New Jersey 
three receivers of the Manufacturers’ 
Liability of Jersey City were appointed 
on Wednesday of this week. They are 
United States Senator Edwards, Myron 
W. Brown of the Empire Trust Com- 
pany, and Dr. Winter, former president 

of the company. 

The Manufacturers’ Liability was in- 
corporated in September, 1911. It oper- 
ated in seventeen states. It had admit- 
ted assets of over $2,000,000. Senator 
Edwards was a director. 





SURETY ASS’N. MEETING 


The all day meeting of the Surety As- 
sociation of America on Wednesday at 
the Hotel Pennsylvania, New York, 
turned out to be a peaceful one to all 
appearances, although it was predicted 
that some critical matters would come 
up. 
Aft r some discussion of the question 
of credits allowed on forgery bond rates 
or use of protective check writing ma- 
chines, it was decided that a committee 
of five should consider the proposal of 
having safety machines tested by the 
nderwriters’ Laboratories as to their 
relative merits. 

The contract bond problem was laid 
Over for consideration at the next meet- 
Ing aiter much discussion. 





LYNCH HEADS RELIANCE 

Charies F, Lynch was elected presi- 
dent of the Reliance Casualty of New 
Jersey this week. Other officers elected 
were Russell B. Taylor,- first vice-presi- 
dent ; Robert O’Gorman, second vice- 
President; H. M. Biggin, secretary- 
treasurer, 

Following the election, Mr. Taylor re- 
Ported that the company in concluding 
Its first year on May 25 showed an 
earned surplus of $30,326 or a trifle more 
than $20 per share. 

_ Its capital was recently doubled and 
its assets are now in excess of $500,000. 





Bayard P. Holmes of the Hooper- 
olmes Bureau has returned from a trip 
'o the West Indies, Panama Canal and 


— Rica. He was accompanied by 
ts, Holmes, 
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E. R. LEWIS HONORED 





His 25th Anniversary With U. S. F. & G. 
Suitably Celebrated by Dinner 
Party; Bland Present 
Friends and associates of Edward R. 
Lewis, vice-president, United States F. & 
G. and one of its New York managers, 
gave a testimonial dinner in his honor on 
June 1 to celebrate the completion of his 
twenty-five years of service with the 
company. The affair was held at the 

Waldorf-Astoria Hotel, New York. 

President R. Howard Bland and Vice- 
President William A. Edgar came on 
from the home office to be present. 
Speeches were made by President Bland, 
Vice-President Alonzo G. Oakley, with 
whom Mr. Lewis is associated, and 
Hugh D. Combs, general superintendent 
of claims. In addition to the entertain- 
ment program which contained a number 
of original features conducted by some 
of the guests, Mr. Lewis was presented 
with handsome pieces of silver com- 
memorating his anniversary, both by his 
associates and by President Bland on 
behalf of the. company. 





A. J. MILLER DINED 





Upon Resignation From Aetna Casualty 
& Surety in Philadelphia to 
Join Hare & Chase 

A. J. Miller, who joined Hare & Chase, 
big Philadelphia agency, this week as 
manager of its bonding department, was 
given a banquet one night last week. by 
his friends in the Philadelphia office of 
the Aetna Casualty & Surety, whose 
services he has‘left. His assistant in the 
Hare & Chase office is J. Ross O’Neill, 
who has been connected with William 
M. Goodwin, Inc., of the same city. 

Mr. Miller’s position as superintendent 
of the Aetna Casualty & Surety’s uptown 
Philadelphia office has been filled by F. 
M. Harlem. : 





ARRIVAL OF MISS TILLINGHAST 

Leslie F. Tillinghast, agency assistant, 
Great American Indemnity and an active 
member of the Insurance Advertising 
Conference, is receiving the congratula- 
tions of his many friends this week upon 
the arrival in his home last Sunday of 
a 7% pound baby girl. Her name is 
Edwinia Hoskins Tillinghast. Both Mrs. 
Tillinghast and the baby are doing well. 





TO HOLD OUTING JUNE 18 
The National Surety, New York In- 
demnity and affiliated institutions, will 
hold their fifth annual outing on June 
18 at Roton Point, Conn. 


Moray’s Talk 


(Continued from Page 34) 

from what it knows to be an adequate 
charge for its functions, then it seems 
to me that the company must not coerce 
the agent into accepting less remunera- 
tion than will enable him to carry out 
his functions, nor beguile that agent with 
a greater remuneration than that which 
is adequate.” 

Mr. Moray said he was not afraid 
of the agents fixing their remuneration 
at too high a point because they are too 
intelligent and have too much at stake 
to ask a greater return for their serv- 
ices than they know the public will pay. 
Nor is he afraid of their making them 
too low. In other words, it was his opin- 
ion that the economic law of supply and 
demand will almost automatically take 
care of the amount. 

Before closing his talk, Mr. Moray 
touched upon the company’s good judg- 
ment in declining certain individual risks 
because of their inferiority. He said: 
“I believe the agent, if he is true to his 
trust, must cease coercing the company 
into taking those risks when it is obvi- 
ous that they are not up to the stand- 
ard and are not paying their own way.” 








JOINS U. S. F. & G. BOARD 
The United States F. & G added 
Charles H. Knapp of Baltimoze to its 
board of directors recently. 
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Charles A. Bates Sees 
Need for Direct Mail 


WELL KNOWN N. Y. AD EXPERT 





Tells Casualty Advertising Managers 
That Insurance Salesmanship is 
Still in Stone Age 
Charles Austin Bates, a New York ad- 
vertising expert of many years’ experi- 
under whom Spencer Welton, 
president, New York Indemnity, studied 
advertising when he first entered the 
business world, made the significant 
statement last week before the casualty 
ad men attending the Insurance Adver- 
tising Conference in Hartford that in- 
surance salesmanship was still in the 
stone age. The companies as a whole 
failed to appreciate and make use of sci- 
entific advertising, one of the out- 
standing developments of the past two 

or three decades, in his opinion. 

His reason for this situation is that 
regulation, by statute and otherwise, has 
seemed to place all the companies pretty 
much on the same level. Premiums and 
commissions are the same. 
nies are sound enough. All are gov- 
erned by mathematics. Yet some are 
immensely more successful than others. 
“The difference,” he stated, “seems to 
be in service and salesmanship.” 

Direct Mail Costs Little 


Mr. Bates referred to the fact that this 
condition is not peculiar to insurance. In 
many other lines of business competitors 
have no advantage to offer in price or 
quality. But here and there is an out- 
standing success—the result of good-will, 
established by superior service and su- 
perior salesmanship—and in many cases 
the salesmanship has included the use 
of printed words by mail. 

Without belittling personal salesman- 
ship which is important in its place, Mr. 
Bates said: “Broadly speaking, the av- 
erage cost of a message by mail is five 
cents, so, if sixty are sent, the cost will 
be about three dollars. Figure that 
against the cost of carfare, gasoline, shoe 
leather and time, expended in the effort 
to secure interviews by the bell ringing 
method and you have the entire case of 
direct-mail work before you.” 

Continuing he said: “There is no mys- 
tery about it. There is no way to sub- 
stitute stunts and smartness for intelli- 
gent persistence. It is. the constant 
dropping that wears the rock away—or 
the concrete covering, which protects the 
ordinary human mind from the painful 
process of thinking. 

“Inertia is strong. Procrastination is 
easy. Almost every one has a friend, or 
a relative, in the insurance business. 
Breaking down the barriers is a tedious 
job at best. But they can be broken 
down because most insurance men neg- 
lect their customers. 





ence, 


All compa- 


Indifference Loses Money 


“For twenty years I have carried life 
insurance with the general agent of an 
old line company. Ten years ago he 
called on me and switched my term to 
ordinary life. I have not seen him since 
nor have I heard from him except by 
notices of premium due dates which I 
believe are required by law. Meanwhile, 
six years ago I wanted, and applied for, 
additional-insurance in another company. 

“Through a different agent, or broker, 
I have carried an accident policy for 
several years. Same story there. Never 
a call from him. Never a suggestion of 
more, or different insurance—nothing but 
the annual bill. He will lose a customer 
on June 11th. 

“My experience is not unusual. There 
is in a large middle western city a gen- 
eral insurance agent who does the larg- 
est accident and health business in his 
state. Yet he writes all lines. Just re- 
cently he discovered that a customer, 
whose accident and health policies he 
had been carrying for eighteen years, 
had bought from other agents—life, fire 
and automobile coverage, not knowing he 
could get it all in the one place. An- 





other has carried his fire insurance with 
this agency for fifteen years and was 
much surprised to discover that it also 
handles automobile insurance.” 


Short and Frequent Printed Calls 


Mr. Bates then asked the question: 
“Why keep these things secret? Why 
not let printed salesmanship carry need- 
ed news to those who really need it? 
Why not make five or ten personal calls 
per day—and a hundred or a thousand 
by mail?” His suggestion was to make 
the printed calls short, quick and fre- 
quent. The cost is so little and the prob- 
able gain so great that even a sub-agent 
must find it profitable—to say nothing of 
the general agent or the home office, he 
added. 

He didn’t feel that the agent should 
let details deter him because printers in 
every city would take all the bother off 
their hands. But the ideal system, he 
suggested, was to handle the whole job 
from the home office and divide the cost 
between company, agent and sub-agent 
or broker. 

Bartlett Greene’s Results 

At one point in his talk Mr. Bates 
paid a tribute to the direct mail activi- 
ties of Bartlett Greene, assistant super- 
intendent of agencies, New York Indem- 
nity, and Spencer Welton, president of 
the company. He said: “Mr. Greene 1s 
using direct-mail, not only to keep in 
close touch with his agents, but in co- 
operation with them, some thousands of 
prospects are being approached with fair 
frequence. ; 

“Until recently the company has given 
comparatively little attention to surety 
business, but in January of this year a 
mail campaign used for its metropolitan 
branch in New York, produced immedi- 
ate and highly satisfactory results. In 
this campaign Mr. Greene makes liberal 
use of the potent little postal card. His 
messages are short, sharp and to the 


_ point—but best of all, they are repeated. 


Hudson Casualty’s Campaign 

Referring to another result Mr. Bates 
continued: “During 1926 M. A. Kreps, 
general manager of the Hudson Casualty 
of Jersey City, used a continuous cam- 
paign to interest agents in the State of 
New Jersey. Thirty mailings were made 
during the year, resulting in increasing 
the number of agents nearly 100%. The 
Hudson Casualty’s income in 1926 in- 
creased 60% over that of 1925. Not all 
due to direct-mail, of course, but direct- 
mail helped and a similar campaign is 
carrying on through 1927.” 

Repeatedly in his talk Mr. Bates em- 
phasized the fact that direct mail, to be 
effective, must be a continuous perform- 
ance. “You keep it up until the signa- 
ture adorns the dotted line. In other 
words, in printed salesmanship effect de- 
pends upon repetition, repetition, always 
and everlastingly repetition. Not only 
this month, and next, but next year and 
all the years. 





NEW CASUALTY BRANCH OFFICE 


The Commercial Casualty of Newark 
has opened a branch office in Richmond, 
Va., in charge of William F. McMechen 
with territory embracing the states of 
Virginia and North aCrolina. Mr. Mc- 
Mechen was formerly with the Atlantic 
Surety of Raleigh for whom he was 
agency director for several years. He 
was previously with the Fidelity & Cas- 
ualty and the United States Fidelity and 
Guaranty in a supervisory capacity in 
that state. ‘The Commercial Casualty 
plans an intensive development of both 
the Virginia and North Carolina fields 
under his supervision. It will write 
surety bonds and practically all lines. A. 
Harrison Saunders, formerly with the 
Godbold-Saunders Co. agency, Rich- 
mond, will be general agent in that city 
for the company. 





E. M. ALLEN SPEAKS 


E. M. Allen, vice-president of the New 
York Indemnity, was one of the speak- 
ers at the first Pennsylvania Insurance 
Days last week. He spoke on “Building 
Your Agency.” 


FEATURING PLATE GLASS 





Metropolitan Casualty’s Drive This 
Month Being Directed by A. H. 
Lahy, 40 Years with Company 
_ One of the most interesting features 
in the drive of the Metropolitan Casual- 
ty for plate glass business this month 
is the fact that Albert H. Lahy, assist- 
ant secretary-treasurer of the companv, 
under whose direction the campaign is 
being staged, is celebrating his fortieth 
anniversary with the Metropolitan. Mr. 
Lahy started in the cashier’s depart- 
ment in 1886, when the company was 
known as the Metropolitan Plate Glass. 
He became superintendent of the plate 
glass department in 1921 and at that 
time was elected to his present office. 
Through a series of effective sales let- 
ters, Mr. Lahy is notifying the field 
force of June as plate glass month. 
Campaign stickers in two colors are be- 
ing sent to them with the suggestion 
that they be attached to all outgoing 
mail during the month. A plate glass 
booklet, called “Metropolitan Perform- 
ance,” has also been prepared by the 
company’s advertising department, which 
will serve as a pictorial human interest 
reminder of what it means to have de- 
pendable plate glass insurance. Agents 
will circulate this booklet among their 
clients and prospects. A return post- 

card is sent along with it. 

At the same time the company is an- 
nouncing that it celebrates its fifty-third 
anniversary this month. 





SURETY COMPANY TO FORM 

The Northern Surety Co. of the 
United States is the latest company to 
file incorporation papers to do a fidelity 
and surety business. It plans to start 
with an initial capital of $250.000 and 
$125,000 paid in surplus and its head 
office will be in New York City. 

One of its incorporators is Carl Sher- 
man, former attorney general of New 
York State. 


LUNT DESCRIBES SURETYSHIP 





Tells Pennsylvania Federation Audien-e 
How Dependent Layman Is On 
Protection It Affords 
Edward C. Lunt, vice-president, Great 
American Indemnity, placed an_inter- 
esting interpretation on suretyship list 
week before the Pennsylvania Insurance 
Days audience in Philadelphia when ‘ie 
said: “Suretyship is the guardianship 
that follows us from the cradle to te 
grave.” He followed up this remark by 
saying that there is scarcely the same 
interpretation when one speaks of sure- 

ty_as when one talks of casualty. 

Mr. Lunt declared that surety mon 
regard casualty writers as babes in 
swaddling clothes. “For instance, we of 
the surety business have a happy facul'y, 
it is alleged particularly in my case, of 
requiring a principal to deposit with us 
an equivalent of his bond in gold bar, 
specie or bullion before we will give a 
bond,” was his statement. 

Although this was said humorously, 
Mr. Lunt added that it is a fact that no 
bonding company, properly managed, 
will take a risk unless it is fully se- 
cured by a guaranty or guarantor against 
possible loss. In other words, surety 
underwriters refuse to recognize the pos- 
sibility of a risk of loss. They work 
on the theory that the principal on bond 
is the maker of a note, and the bonding 
company is the endorser of that note, 
provided the principal proves his re- 
sponsibility. 

Those attending the meeting were in- 
terested in Mr. Lunt’s description of a 
day in the life of the layman, whose 
bath, breakfast, travel to his office, din- 
ner and transportation, employment and 
entertainment, are all covered by surety 
bonds of some nature. It made them 
realize the vast scope of suretyship. 

The speaker is one of the foremost 
surety executives in the countrv and is 
the author of a widely read book on 
suretyship. 
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rs * Practically every form of Insurance except Life — 





“The Service That Satisfies’—what is it? Read on and you may get 
an idea. 


“Wise Men Seek Wise Counsel”—what does that mean? It means 


the agents of The Employers’ Group is in a position to act as a wise 
counsellor on insurance matters. 


Il 


As a wise insurance counsellor the agent of The Employers’ Group 
can conscientiously recommend. doing~ business with a group of 
companies whose efforts to give “The Service That Satisfies’ are 


appreciated, as is evidenced by letters from which the following 
quotations are typical: 


“Your action is liberal and goes far to explain why the 
Employers’ hold their clients in the face of the very 
strenuous present day competition.” 

“Assuring you of my appreciation for the way in which 
this matter was handled and of my intention to say a 
good word for your company whenever the occasion is 
presented ....” 

“,... together with my thanks for your good service. 


This is what keeps my business in The Employers’ when 
I am connected with another company.” 


Think it over! 
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Different Financial 
Responsibility Laws 


HOW STATES TREAT SUBJECT 


R. I. Catlin’s Talk Before Insurance 
Federation; Reviews New England 
Legislation on Subject 








R. I. Catlin, secretary of the accident 
and liability department of the Aetna 
Life, in Pennsylvania Insurance Days 
talk last week took for his subject, auto- 
mobile insurance. Mr. Catlin discussed, 
among other things, compulsory automo- 
bile liability insurance, with especial ref- 
erence to the Massachusetts law. He re- 
ferred to the Connecticut and Vermont 
laws, and showed wherein they differ 
from the New Hampshire law, soon to go 
into effect. 

Speaking of compulsory automobile lia- 
bility insurance, the speaker remarked: 
“Undoubtedly this is one of the biggest 
questions that has arisen since automo- 
bile insurance was first written. The 
Massachusetts law is compulsory in its 
nature and requires all automobile own- 
ers, with the exception of the Common- 
wealth and those owners operating cars 
under the supervision of the Public Utili- 
ties Commission, to furnish as a pre- 
requisite to registration evidence of fi- 
nancial responsibility which evidence 
may be submitted in the way of an in- 
surance policy, a bond, cash or collateral. 
The law only applies to personal injury 
accidents occurring on the highways of 
the state and does not call for payment 
of claims unless there is evidence of lia- 
bility. The Massachusetts law says 
nothing about property damage insur- 
ance, neither does it apply to personal 
injury accidents occurring off the high- 
ways of the Commonwealth or outside 
of the state. 

“One of the most interesting things 
about the New Hampshire law is the 
fact it not only provides for accidents 
which might occur subsequently but it 
makes provision for the personal injury 
or property damage accidents which has 
just occurred. Under the law a claimant 
can request the court as a preliminary 
step to determine who was at fault and 
if the court rules that the owner against 
whom action is being brought was re- 
sponsible, it will then insist upon that 
particular owner’s filing immediately with 
the court evidence of financial responsi- 
bility and failure to do so will result 
in the court’s notifying the Motor Ve- 
hicle Department to arrange for suspen- 
sion of the operator’s license as well as 
the registration of all cars licensed in 
that particular owner’s name. 

“Advocates of the New Hampshire 
plan believe the responsible owners of 
automobiles registered in that state will 
desire to avoid being caught high and 
dry in the event they should be request- 
ed to furnish evidence of financial re- 
sponsibility and for that reason it is 
anticipated such owners will voluntarily 
take out an insurance policy, a bond or 
arrange to file cash or securities with 
the proper state authority. 

The Vermont and New Hampshire Laws 

“The Vermont law, which goes into 
effect on June 1, 1927, is based upon and 
is practically identical with the Connec- 
ticut financial responsibility law which 
went into effect on January 1, 1926. The 
real difference between the Connecticut 
and Vermont laws and the New Hamp- 
shire law lies in the fact that the Con- 
necticut and Vermont laws provide a 
safeguard as far as subsequent accidents 
are concerned but have no effect upon 
previous accidents, whereas the New 
Hampshire law covers both phases. Un- 
der the Connecticut and Vermont laws 
persons may be required to furnish evi- 
dence of financial responsibility not only 
in cases where they are responsible for 
accidents involving personal injuries or 
property damage, but where they are 
found guilty of reckless driving, operat- 
ing while intoxicated, evading responsi- 
bility or driving while their license is 








CASH CAPITAL 





UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 
Executive Offices: 
Union Indemnity Bldg. 100 M 
$2,500,000.00 _ 


COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 


Eastern Department: 
aiden Lane 


Orleans New York 








suspended or revoked. The Connecticut 
and Vermont laws resemble the New 
Hampshire law to the extent only those 
held responsible for automobile accidents 
involving personal injury or property 
damage are required to furnish evidence 
of financial responsibility. The Massa- 
chusetts law, as pointed out, compels all 
owners to furnish this evidence as a pre- 
requisite to registration.” 

Says Laws Will Not Reduce Accidents 

Mr. Catlin said he was convinced that 
the -compulsory automobile liability in- 
surance was not the right way to correct 
the accident situation, and that more 
claims and suits under such laws as they 
have been passed by Massachusetts and 
New Hampshire would result. He based 
his belief on the theory that persons 
who have hesitated to present claims 
heretofore would do so now knowing 
that the payment is to come from a 
third party. 

“TI do not believe compulsory automo- 
bile liability insurance will reduce auto- 
mobile accidents,” said Mr. Catlin, “the 
startling increase of which has undoubt- 
edly forced the consideration of this sub- 
ject to the front. I am inclined to be- 
lieve that relieving a great many auto- 
mobile owners of individual responsibil- 
ity will result in more accidents, rather 
than fewer.” 

The speaker spoke of the need for 
more careful underwriting and said a re- 
view of the charts showing 1926 under- 
writing results shows clearly that under- 
writing loss ratios are steadily mount- 
ing. f a 





CHICAGO SURETY DEAN DEAD 


William L. Snow, for forty years a 
surety man in Chicago, died last week 
at his home in that city. Mr. Snow was 
known as the dean of Chicago surety 
men. He joined the American Surety 
in 1887 in its branch office in that city 
and was also connected with the Fidel- 
ity & Deposit in its early branch office 
days. At one time he was the chief un- 
cerwriter of the Title Guaranty & Surety 
of Scranton. For the past ten years he 
has been an independent surety broker. 





WIDOW DENIED COMPENSATION 


Because William A. Prettyman, of 
Pittsburgh, foreman for a contracting 
firm, lost his life while rescuing a girl 
from the Allegheny River on june 18 
last, life-saving not being included in the 
duties for which he was employed, his 
widow has been denied compensation for 
his death. The Workmen’s Compensa- 
tion Board formerly had awarded her $8 
a week for 300 weeks. The Fidelity & 
Casualty took exception to the award 
and Judge McVicar, in the Common 
Pleas Court, reversed the board’s de- 
cision recently. 


ALLEN HEADS CREDIT DEPT. 





Succeeds the Late E. M. Treat in This 
Post in National Surety; Form An 
“Executive Council” 
Speculation as to who would succeed 
the late E. M. Treat, vice-president in 
charge of the credit department of the 
National Surety, was put to rest last 
week when Chairman William B. Joyce 
announced E. M. Allen as executive head 
of this department. Captain W. L. 
who was assistant vice-presi- 
dent in this department will continue in 
this capacity. An arrangement has been 
made whereby this end of the company’s 
business will be under the guidance of 
an “executive council” composed of Cap- 
tain J. H. Winkler, A. B. Treat and 
Austin W. Hyde. The underwriting com- 
mittee at the home office will consist of 
Mr. Allen, Captain Clemens and Mr. 

Treat. ) , 

Mr. Allen is well fitted for his new 
responsibility, having been a member of 
the branch bank for the eighth district of 
the Federal Reserve System when he was 
a local agent at Helena, Ark. He is 
thoroughly familiar with banking and 
credits and has made an intensive study 
of credit insurance. ; 

He will continue as formerly his work 
as chairman of the National Surety’s 
production committee and will actively 
aid in developing its general business. 


Clemens, 
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INSURES 17 IN FAMILY 





Humphrey Agency of the Hartford 
Accident Makes Record in 
Insuring Prillwitzes 


Seventeen members of the Prillwitz 
family of Benton Harbor, Mich., carry 
automobile policies in the Hartford Ac- 
cident and Hartford Fire, thereby esitab- 
lishing what is believed to be a record in 
insurance for one family. As there are 
one hundred and three members left, 
George Humphrey of the Humphrey 
Hartford Accident & Indemnity Agency 
expects to sell still more policies to the 
group. 

To date, one claim has been made un- 
der the policies. Mrs. Henry Prillwitz, 
mother of nine children, was injured 
when her car was involved in an auto- 
mobile accident. She collected $1235, 
Several years ago her husband was 
killed by an auto. 

H. D. LeMessurier, manager of the 
Chicago office of the Hartford Acci<ent, 
upon learning of the unusual situation, 
wrote a letter to the seventeen insured 
members of the Prillwitz family, thank- 
ing them for their loyalty to the one 
company and one agency. 

“The Hartford Agent,” the company’s 
house organ, in acquainting its agents 
with this case, unofficially opens a con- 
test among their agents, asking them to 
see if it is possible to beat the present 
record, 





ADMITTED TO VIRGINIA 

The Federal Casualty of Detroit , has 
been admitted to Virginia to write health 
and accident lines, with principal office 
at Richmond in charge of John O. Car- 
roll. Mr. Carroll previously represented 
the health and accident department of 
the Union Indemnity. 





The Dominion of Canada Guarantee & 
Accident has increased its stock from 
$400,000 to $700,000. A. Withers is 
vice-president and managing director of 
the company. 























Massachusetts 
Accident 
Company 


Established 1883 


161 Devonshire Street 
BOSTON, MASS. 


Our Specialty: 
Non-Cancellable 
Disability Polic’’ 
Renewable to Age 6: 
| 14 Days Eliminatio: 











~The- oldest Company i in the 
United States writing Pers: nal 
Accident and Health Insur:nce 
Exclusively. 


G. Leonarp McNEILL 
President 


V.R. Weston 
Mgr. Commerciai Dept. 

















all an a-ha a ee ee nd oe. oe es 


na “Fy 


ey to — >» 


row @ 





